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Wilhelm Prates About Himself 











Oh, me, 

Oh, my, 

And likewise I— 

Sit still, my curls, while I orate; 

Me, I, myself, the throne, the State; 

I am the earth, the moon, the sun—all rolled in one; 
Both atmospheres am I. 

If there were three, the three: I'd be. 

I am the Great Bear, night and day, 

The north and southern poles, the Milky Way— 
I am they that walk or fly on wing 

Or swim or creep—I'm everything. 

It makes me tremble like the aspen tree 
To think I’m me. 

And blink like stars up in the sky 

To think I’m I. 

And shrink in terror like a frightened elf 
To realize that I’m myself. 

Ye blithering slaves beneath my iron heel, 
What know ye of the things I feel? 
Didst ever wake at dead of night 

And stand in awe of thine own might? 

It took six days to make the land and sea, 
But centuries were passed in making me. 
The universe, an easy task; but I! 

Oh, my! 





—Exchange. 


You 


By Roy F. SouLe 


You are a junker and a joke, 

| You are the most contemptible thing in uni- 
form; 

'You are a little and a mighty lar, 

You are a petty and a colossal thief ; 
ou are an insignificant and an arch-con- 
Spirator, 

/You are a personal and a national bigamist; 

'You are a minor and a major murderer, 

) You are a local “Jack the Ripper” and an in- 
ternational white slaver; 

You are Prussian and loot and lust are the 
dust from your iron heels. 

"You are Teuton and your shriveled soul is 
Spattered with the blood of millions; 

You are ridiculous and inhuman, delirious 
and insane, 

/You have thrown your sons into a sickening 
sea of blood. They will hate you. 

"You have made of your daughters producers 
that mock the name mother. They will re- 

P tile you. 
ou have softened the world’s contempt of 
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You have robbed Judas of his place on judg- 
,,ment day; 
s20u are Kaiser—the curse. 
ou are German—the beast; 
ou are yellow to the core, and when you are 
E whipped—suicide. 
7ou are going to hell—a just and merciful 
) God has damned you, Satan’s preparations 
for you have put hell on edge; d : CRA ies: 
(ou have written your own epitaph, , oe . iis ~ ene ' sige eas 
V ilhelm the Brute. N. Y. World. 
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How Hawley 
Hustles Paint 
~ Sales 


From a $150 Paint 
Stock Tryout this 
Bridgeport Hardware 
Store’s Paint Depart- 
ment Has Grown to 


a $4000 Stock—Value 


of Demonstration 


AA 


sider them one of the best 
means of advertising that we 
have. Naturally, our best ad- 
vertising is our satisfied cus- 
tomers. We can truthfully say 
that 99 per cent of our cus- 
tomers are satisfied. This we 
have accomplished by giving 
our customers the best goods’ 
that we could obtain, and 
where they were not familiar 
with the use of paints, ex- 
plaining just how they should 
be used, and what they would 
do. 





In conjunction with our 





By H. BOTTOMLEY, 
Secretary The Hawley Hardware Co., Bridgepo 


N answer to the question, “Can a hardware store 
| handle paints to good advantage?” WE 

ANSWER “YES!” 

Our paint department has proven very satisfac- 
tory and profitable. From a very small beginning 
it has grown to be one of our largest departments. 
When first installed, we put in a small line of floor 
finishes for about $150, to give it a try-out. After 
the first window display we found that there was a 
small, steady demand for paints of all kinds. We 
conferred with our W. F. Boerum, who is in charge 
of this department, and on his advice we put in a 
small line of regular house paints. This naturally 
brought up the question of varnishes. We decidéd 
we could sell them and put in a line. 

We then started after the big business, and 
got it. 

Now our spring stock of paints, varnishes, stains, 
etc., is about $4000, and what we consider our av- 
erage stock for the year is $3,000, and it is now 
only eight years since we had our first $150 experi- 
ence with paints and varnishes. 

We are very partial to window displays and con- 


window displays we have 
found that a working display 
(by this we mean showing 
the actual work being done) 
at least twice a year, is very effective. 

In such a demonstration display the prospect 
sees the work being done, and makes up his mind 
that he can do it equally as well, if not better. 

The window display shown herewith is a repro- 
duction of the first display we made in our present 
quarters. The interior views show two sections of 
our stock shelves. 

We give the small cans a very prominent portion 
of our main floor, as we find that a great many want 
just a small quantity, and these small sales surely 
count up. 

In handling a paint sale, it is important to con- 
sider the matter of brushes. By the simple ques- 
tion, “Is your brush all right?” we find that about 
one-half the sales can be increased by the price of 
one brush. We then tell them how to take care of 
the brush after using. This we think makes our 
customer a repeater, as a great many answer us 
with this come-back: “No, we took care of the 
brush as you told us to, and it is all right.” 

But it all comes back to the old slogan, “A satis- 
fied customer is your best advertisement.” 


rt, Conn. 
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This is the Hawley Hardware Company’s paint department. Note neat arrangement and display material 
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A Convincing Demonstration Display of White Enamel 
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Note the pillars and the white enamel door casing with mahogany door 
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Hardware Men Boost Liberty Bonds 


Leaders in the Trade and Industry Tell How They Helped 


Place Earlier War Issues, 
Others Do More Efficient 


Giving Men and Money 


we UR officers subscribed 

for some $30,000 first 
and second Liberty Loan 
Bonds, and so far have 
taken $6,000 in the new cer- 
tificates anticipating the 
next loan,” writes Geo. B. 
Logan, president Logan- 
Gregg Hardware Co. “As 
we shall have nearly $100,- 
000 war tax to hand to Un- 
cle Sam in June, we have 
not been able to buy as 
many bonds as we wanted. 

“Our secretary, W. H. 
Parke, is quite active help- 
ing to boost the sale of War Saving Certificates in 
this city. 

“Our vice-president, P. L. Logan, is now in active 
service in the Sixty-fourth U. S. Infantry, as cap- 
tain of Company H of that regiment, after training 
at Fort Oglethorpe, Ga. We have six men from 
our force in the service, two of whom are sons of 
our president.” 


Capt. P. L. Logan, vice 
pres., Logan-Gregg Hdw. 
Co., Pittsburgh, Pa. 


No Grandstand Plays 


N°? coercion, no threats, were used in the facto- 
ries of the Miller Rubber Co., Akron, Ohio, in 

the two big campaigns for employees’ subscriptions 
to the first two issues of 


the Liberty Loan. Neither 
was there any grandstand 
play. All was done very 
quietly. There was not 
even a mass meeting nor a 
speech. 

All department managers 
and foremen were provided 
with subscription blanks. 
‘these were of two kinds, 
one for payment at the 
bank on the government 
plan, one for payment at 
the same bank by the com- 
pany, with deductions from 
the employee’s pay author- 
ized by himself at the time he signed the subscrip- 
tion. 

Armed with these blanks, the foremen told their 
men of the investment value of the bonds; told 
them of the particular desirability of investing with 
the government—simply told them. There was no 
coercion. 

In just this simple and friendly spirit the two 
loans were put across. The returns were good. 
Employees’ subscriptions to the first loan totaled 
$55,600. Exact figures for the second are not avail- 
able. 


Jacob Pfeiffer, pres., 
The Miller Rubber Co., 
Akron, O 


Organization Helped Simonds 

ERE’S the story of how Liberty Bonds were 

sold at the factory of the Simonds Mfg. Co., 
Fitchburg, Mass. 


as Suggestions for Helping 
Work on the Third Loan 


“At a foremen’s monthly meeting in the Daniel 
Simonds Recreation Club, General Manager Gif- 
ford K. Simonds gave an enthusiastic talk on buy- 
ing ‘Liberty Bonds’ and outlined various plans 
that could be worked out well in the factory for 
soliciting subscriptions. He then turned the mat- 
ter over to Superintendent J. J. Eberhard, who gave 
a short talk expressing his ideas and appointed a 
‘Liberty Bond Committee’ of five foremen. 

“The committee immediately got together and ar- 
ranged the following plan: 

“Subscription blanks with space for subscribing 
for either fifty or one hundred dollar bonds were 
issued, giving the employee the opportunity to pay 
$1.00 with his application and $1.00 per week 
thereafter on a fifty dollar bond, or $2.00 with his 
application and $2.00 per week thereafter on a 
hundred dollar bond; a receipt to be put in each 
employee’s pay envelope every week. 

“Each foreman in the factory was given instruc- 
tions to see each employee in his department and 
make a report to the chairman of the committee. 

“A Liberty Bond Progressive Board was installed 
in each department with the heading ‘Subsg¢ribe for 
a Liberty Bond—Is your name here?’ As fast as 
the subscriptions came in the employees’ names 
were printed on these boards and it was surprising 
the way the men with a Liberty feeling got their 
names on the board and watched it grow. 

“A master board was placed at the main entrance 
with all the departments listed and every noon the 
employees gathered around this board to see what - 
department was leading the Liberty drive. 

“Any employee who subscribed for a bond and 
was unable to carry it along had the privilege of 
having his money refunded at any time. Any em- 
ployee who cared to pay and get his bond sooner 
could do so.” 


Makes Employees Thrifty 


EMCO MANUFACTURING CO., Milwaukee, 
writes: 

“Many of the employees realized that for once 
they were being offered an investment on which the 
rate of interest was better than the bank savings 
account. Indeed, many of them acknowledged that 
if it had not been for the Liberty Loan campaign 
they would not have been thrifty enough to have 
started saving money and instead would have spent 
a big portion of the money for non-essentials. In 
order to make their periodical investments it re- 
quired thriftiness, with a result that much of the 
money, instead of being spent for ‘booze,’ was put 
aside for the next installment. 

“We subscribed a certain amount for Liberty 
Bonds which the employees could pay for by the 
week, or twice a month. If any of the employees 
leave before the bond is paid in full and they can- 
not make a complete payment of the bond, they are 
given the privilege to continue their payments here. 
It is gratifying to note how the factory men ac- 
cepted the opportunity to invest. 

“In all probability those who have already bought 
will invest in the next loan, and many of those who 
have not invested thus far will have become edu- 
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Could this form of Liberty bond sales organization be adapted to your own organization? 
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cated to the opportunity and will have learned how 
to plan on making easy payments, even though at 
first they considered it impossible. 

“The Liberty Loans are quite as valuable an ex- 
perience to the American people as the payment of 
the German indemnity was by the French in 1871, 
only that the American people are making the pay- 
ment to keep the evil German mentality down, 
where it belongs, instead of allowing this mental 
stench to first subdue us and then on payment of 
unheard of indemnities ‘allow us to be good’.” 


Bigelow Was St. Paul Chairman 


“ae happens that the writer was chairman of the 
first Liberty Loan Committee in this city,” 
writes C. H. Bigelow, president, Farwell, Ozmun, 
Kirk & Co., St. Paul. “Our experiences were prob- 
ably similar to those of every other metropolitan 
center. The only comment of interest in connection 
with our first campaign was the gradual develop- 
ment of the fact that bond houses and bond sales- 
men and bankers, although supposedly the instru- 
mentality through which bonds would naturally be 
sold, proved entirely inadequate when it came to a 
general canvass reaching the general public. We 
think that St. Paul was the first city to make use of 
an organization like the Civilian Guard and in a 
military way to send them out over a carefully dis- 
tricted city. 

“An examination of the chart shown above may 
be of interest in that it shows the development 
from the use of the Civilian Auxiliary to the di- 
vision of a much larger army of canvassers into 
Red. White and Blue divisions.” 


Could Count on Enthusiasm 


‘’T‘HE method that we used in interesting our 

employees in the first two Liberty Loans was 
quite simple and we have no doubt that it was used 
In many other organizations besides our own,” 


writes John A. Carpenter, vice-president Geo. B. 
Carpenter & Co., Chicago. “When the first loan 
was offered by the government we decided to make 
for ourselves a definite, fixed program which we 
would adhere to as nearly as possible not only in 
the first loan but in the successive issues. We an- 
nounced that our company had decided to subscribe 
for bonds to the amount of $12,500 and proposed to 
start a campaign among our employees in order to 
secure from them a like amount, making the total 
subscription from the house on each loan $25,000. 
We have been successful in sticking to this program 
in connection with the two first issues and we see 
no reason why we cannot do so with the new issue 
that is about to be offered. As far as detailed 
methods are concerned we found it necessary only 
to discuss the subject freely and openly in our 
meetings with our employees. We found that we 
could count on their enthusiasm as soon as they 
were given a knowledge and realization of the fun- 
damental principles involved.” 


Another 100 Per Cent Organization 


“WE ISSUED letters to our employees urging 
them to buy Liberty Bonds and proposed a 
plan by which they would subscribe for the bonds 
they wanted and authorize us to deduct 10 per cent 
of the amount of the bond each month, we to de- 
liver the bonds to them on payment of the last in- 
stallment, together with full amount of accrued in- 
terest; in this way giving them the full benefit of 
all interest earnings without charging them any in- 
terest for carrying the account. 

“We are very proud to state that we claim one 
hundred per cent organization. By that we mean 
that every one of our employees purchased Liberty 
Bonds. The corporation or the employee who can- 
not, or will not, enthuse on the subject of Liberty 
Bonds is really a dead one.” 

Some record, this, by the Salt Lake Hardware Co., 
Salt Lake City. 
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War Economy and Your Paint Sales 


The Commercial Economy Board’s Recommendations as to Paint and 
Varnish— What the Reduction in Colors and 
Containers Means to the Dealer 


By G. B. HECKEL 
Secretary Paint Manufacturers Association of the U.S. 
Secretary National Varnish Manufacturers Association 
Secretary Educational Bureau Paint Manufacturers 
Association of the U.S. 


of America has been converted into a joint 

stock company, chartered for the specific pur- 
pose of winning the war and thus “making the 
world safe for democracy.” Every citizen—manu- 
facturer, dealer, artisan, laborer, consumer—is a 
stockholder in this corporation, and whether he 
realizes it or not, it is the most important business 
of his life. 

But a nation is a very complicated organism, and 
in attempting to operate upon it, we may easily 
strike some “ductless gland” with fatal results to 
the body politic. 

It was to avoid just such accidental damage that 
the Council of National Defense was organized, 
with its multifarious subsidiary boards. Of these 
latter the Commercial Economy Board is one of the 
most important to the business man whose life 
or death may hang upon the decision of the 
“doctors.” 

Fortunately for us, we have had time to observe 
how other nations have handled the identical situa- 
tion, and, among other things, may possibly have 
learned how not to proceed in some cases. 

The most obvious plan of procedure for the the- 
orist would have been to say, “The business of this 
country being to win the war, all other business 
must be side-tracked for the paramount business.” 
This plan was tried in England, but our Commer- 
cial Economy Board, with full opportunity to ob- 
serve its workings, concluded that it could be 
greatly improved upon. Being business men of 
experience and vision, they have not found it a 
simple matter to decide that this industry is “essen- 
tial” and that “non-essential.” Their conclusion 
is that in the broad economic aspects of the case 
all businesses serving the common welfare with in- 
vested capital and settled labor are essential or they 
would not exist. 

Nevertheless, we are still confronted with the fact 
that the country as a whole has started a new in- 
dustry on a gigantic scale, capitalized at $50,000,- 
000,000 to $100,000,000,000. This new industry is 
paramount and must have the right of way, with 
the first call on capital and resources. How shall 
room be made for it without wreck to the entire 
economic structure of the country? Simply by 
self-sacrifice, increased efficiency and complete co- 
operation—“from each to all, according to his ca- 
pacity—from all to each according to his needs.” 


B' the stress of circumstances the United States 


The Paint and Varnish Recommendations 


HE first sacrifice involved is the sacrifice of lost 

motion and wasteful practices. And this brings 
us right down to the recommendations of the Com- 
mercial Economy Board to the paint and varnish 
industry—“recommendations” which are not “or- 
ders” simply because the Board feels, from thea 
evidence at hand, that it can count on loyal co- 
operation. 


These recommendations are based, first upon the 
consensus of opinion of the War Service Commit- 
tees, revised and adjusted by sort of a broad refer- 
endum vote of the entire industry—manufactur- 
ers, dealers and painters. 

They are now undergoing final revision, and when 
signed, sealed and delivered are expected to stand 
as follows. 

Half-gallon cans, all sizes smaller than _half- 
pints, as well as two and three-pound cans, to be 
entirely eliminated; pints to be eliminated in house 
paints, flat wall paints, floor paints, porch paints 
and enamels; all sizes less than gallons to be elim- 
inated for barn and roof paints and shingle stains; 
sizes below pints to be eliminated for all clear var- 
nishes and varnish removers; for aluminum and 
bronze paints and bicycle enamels the use of the 
quarter-pint can may be continued; shades and 
tints to be limited as follows: 

House paints, 32; flat wall paints, 16; enamels, 
8; floor paints, 8; porch paints, 6; roofs and barn 
paints, 4; shingle stains, 12; carriage stains, 8; 
oil stains, 8; varnish stains, 8; spirit stains, 10 (all 
the foregoing exclusive of black and white). 

Oil colors, 32 (including black, but counting the 
several shades of a single color as one color). 

Architectural interior and exterior varnishes, 
10; autoand carriage varnishes and japans, 12; 
marine varnishes, 4; miscellaneous, 28 (including 
all not specified above, such as japans, driers, as- 
phaltums, etc.). 

The only amendments to the original recommen- 
dations of the Board involved in the foregoing cat- 
egory are an expected increase in the permissible 
number of barn paints to four and permission to 
continue the use of the quarter-pint can for alumi- 
num and bronze paints and for bicycle enamels. 


Additional Recommendation 


A* additional recommendation sanctioned by the 
Board is that— 

“Can sizes, colors and other changes finally or- 
dered be indicated on price lists by an asterisk (*) 
and that the following be printed as a footnote 
thereon: 

“These sizes, grades and colors will be discon- 
tinued as soon as our present stocks are exhausted 
by direction of the United States Commercial Econ- 
omy Board. 

These changes are made as a War Measure, and, 
by order of the Board, manufacturers are in- 
structed not to accept the return of any of the sizes 
or grades to be discontinued, so as to prevent waste 
of packages and unnecessary transportation.” 

At the present moment the War Service Com- 
mittees of the two industries are wrestling, at the 
request of the Board, with a still more difficult 
problem—an agreement on economies to be recom- 
mended in the advertising department, exclusive 
of newspaper and periodical publicity. That econ- 
omies can be introduced here is obvious, but just 
how to eliminate waste without injustice to classes 
or individuals is proving a knotty problem. 

The economies already recommended have in view 


(Continued on page 78) 















Getting Your Share of the Motor 
Hardware Business 


Continued from the April 18 Issue of Hardware Age 


By H. D. STERLING, 


Long known to HARDWARE AGE readers as 
“The Stove Man” 


They are great dirt catchers and occasion tem- 

porary backgrounds in putting over a window 
display with a live selling scheme as the salient fea- 
ture. One good feature of the low background is 
that a good view may be had of the interior of the 
store. If the store is neat and attractive it is good 
publicity. However, there is money in hiding even 
the view of a good store with a view of a better 
window display. 

Sometimes in the course of human events it be- 
comes necessary to pull a freak display. A good 
freak display has a lot of publicity value but very 
little selling value. The subject of hardware mil- 
linery has been worn threadbare perhaps, but for 
the store that wishes to give the motor hardware 
department good window publicity there is no better 
or cheaper way to do so than through the medium 
of a spring opening display of motor hardware mil- 
linery. A display of this nature will attract most 


S OME display men do not favor open windows. 


of the ladies in the community and they will prove 
excellent publicity mediums. 

The methods of preparing stunning creations in 
hardware millinery needs little comment. Each 
man has his own conception of a feminine hat and 
he will build it accordingly. Articles such as meas- 
ures, tires, funnels, dusters, chamois, skid chains, 
brake lining, headlights, etc., work up very nicely 
into nifty millinery. The show cards are one of the 
important parts of such an exhibit and the follow- 
ing copy may be suggested: 

For the main show card: 


“For your approval we present the latest ex- 
quisite creations in MOTOR HARDWARE 
MILLINERY. 

Spring opening 1918. 
We have a few ‘last year’s lids’ which we'll 
sacrifice in order to make room for the display 
of our new PARISIAN CREATIONS.” 


Embryo motor hardware department 
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Handy home-made tire rack 
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Then as cards for side-kickers we can have some- 
thing on this order: 


“As designers of high-brow sky pieces we also 
wish to state that we do VULCANIZING— 
THAT PAYS! 

We have a service department for your con- 
venience.” 

“In connection with our millinery department 


Hardware Age 


—we have a very complete line of motor hard- 
ware—sometimes known as auto accessories. 
We will be glad to quote you individual price 
on any part of any hat that appeals to you.” 

Each “lid” should have a card attached giving 
the name. No lady likes tp buy a lid that hasn’t a 
name—the name frequently costs more than the 
hat. 

For suggestions this list of names would attract 
some attention: 

“GASOLINE GUS,” a very popular lid; “MERRY 
WIDOW,” very much in demand; “KICKAPOO,” 
quite attractive; “GO GETTER,” some top; “CHOP 
SUEY,” an all-around bonnet; “GOAT GETTER,” 
a very absorbing hat; “KI YI BONNET,” 1918 
creation for baby; “FLIVVER,” some run about; 
“HESITATION,” a nifty creation; “AERIAL 
GLIDE,” a high flyer. 

Other names if required will suggest themselves 
and if the display man will study the latest models 
in the millinery windows he will find that he can 
turn out some very nifty creations. The Stove Man 
pulled a display on this order strictly as a publicity 
stunt. It is not probable that the display disposed 
of a dollar’s worth of merchandise on display in the 
window, but as a general publicity window it cer- 
tainly served that purpose. A wax figure was bor- 
rowed from a local millinery store. This figure was 
used as a center piece. Her head was crowned with 
a startling creation in motor hardware millinery. 
Several baskets of paper roses added to the festive 
spirit of the spring millinery opening. It was really 
amusing to see staid dignified ladies hurrying by. 
They would get one glance and their first impres- 
sion would be that a new millinery store had opened 
up in the block. They would spend some time look- 
ing over the different creations, their faces chang- 
ing expression all the while. They would laugh- 
ingly hurry away, stung, to tell someone else about 
it. 


A mature motor hardware department 
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Store interior—rest room in front of store 
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Efficient Accessory Department Arrangement 


'e the illustration showing the two show cases 

and the large tire rack we have a lusty young 
motor hardware department, a department where 
the stock is turned a dozen times a year. This is a 
good illustration of a humble beginning, a small 
well thought out stock of articles in everyday de- 
mand. One show case is devoted to a showing of 
spotlights, rear-end and flashlights. The other case 
shcws a variety of mechanics’ tools for use in over- 
hauling the car. The tire rack contains several 
well-known brands. It keeps the tires up off the 
floor and in view of the customer. 

In another illustration is shown the more fully 
matured motor hardware department. Show cases 
devoted to a splendid showing of mechanics’ tools, 
accessories, vacuum bottles and kindred goods in 
everyday demand by the motorist. 

In the rear is shown the tire rack, besides home 
product pyramid display stands for motor oil. Spark 
plugs and smaller articles are featured in the glass- 
inclosed wall cases. 

Yes, this illustration features a little old, lone- 
80me home-made tire rack, but a mighty good one 
at that. It is large enough to hold a small assort- 
ment of different brands of tires. It does not take 
up much room and the flat surface on top affords 
Space for such articles as running-board canteens, 
luggage carriers, etc. It is a mighty easy matter to 
stand in front of a rack like this and explain to the 
customer the merits of the tires on display. 

No, that is not a spinning wheel you are looking 
at. It is an auto wheel painted different colors to 
bring out the quality and finish of a certain brand 
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of auto paint. Yes, the little round table and the 
two chairs are just inside the door. In the window 
is a little card asking the public to enter and wait 
for their car. It also states that the public is 
welcome to use the telephone. The rug, the table 
and the chairs impart a comfy feeling to this store. 
Show cases, shelving, the entire store is attractive, 
and from the point where the chairs and table are 
placed the store appears at its best. 

Right in front of the table there is a square sup- 
porting post with a clock at the top. This clock 
tells the time. It is always time to advertise. If 
this were my store I would have a metal case at- 
tached to this post containing advertising ‘folders. 
There would also be a printed request to help your- 
self. Motor hardware manufacturers supply un- 
limited folders as a help to the merchants. It is 
surprising how few merchants make a real effort 
to get these folders in channels where they will be 
productive of the most good. 

Now, as a parting shot: 

There is good money for the hardware man in 
the handling of a motor hardware department, but 
the business must be created. Intelligently planned 
reminders are what are necessary to “put over” 
the sales. 

Reminders created by attractive interior arrange- 
ment. 

Reminders presented by interesting window dis- 
plays. 

Reminders created by plain common-sense think- 
ing, personal letters, descriptive, enthusiastic adver- 
tising and an earnest desire to make each and every 
sale give the customer entire satisfaction. 
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Foremost Store Lighting 
Expert at Your Service 


F. Laurent Godinez Will Help You Cut the 
Cost of Daylight in Your Store 


Article No. 3—Attraction in Advertising 


By F. LAURENT GODINEZ 
Foremost authority on effective store lighting 


Last month Mr. Godinez showed how to make 
light go as far as possible and how to avoid waste. 
In this article he reveals the secrets of “attraction” 
in advertising and tells you just what to do in order 
to prove his statements and realize the rewards 
which come to those who are willing to step out of a 
rut and “try something new’—and “different.” Be- 
ginning next month, Mr. Godinez will illustrate, in 
connection with his fourth article a special window 
display with novel lighting effects which can be in- 
stalled by anyone with equipment at hand and which 
is guaranteed by the author to increase the attrac- 
tion factor of your window 500 per cent.—THE 
EDITORS. 


IGHTING of any sort may be regarded as a 
means to an end, but it all depends upon which 
end you mean. Mostly light is used as a means 

of illuminating. Nothing more. When it gets dark 
you turn on the light, and that’s all. But is it? 
Advertising depends upon attraction. If there 
isn’t any attraction there isn’t any advertising value. 
Now, how to “attract’”—that’s the question. To 
begin with we are attracted by something different 
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Fig. 1—An example 
of what is called’, 
“concealed” window 
lighting. 
At best it is a 
very thin layer of 
camouflage 











—this must be so or the divorce courts would all go 
out of business. If there are one dozen lemons in 
a row and ONE apple, we are attracted by the 
apple. The fact that we usually get the lemon is 
due more or less to Dame Fortune’s illogical favorit- 
ism rather than to our own unfailing sense of per- 
spicacity, but, despite all this, we are attracted by 
the apple, just because it is DIFFERENT from 
the rest of the bunch! 

It is so with display windows and their displays. 
The display different—attracts. Why? 

Because it makes a sharp contrast with its monot- 
onous surroundings. Recently a client who intends 
building a new jewelry store consulted me regarding 
a new store front. He had “looked at everything” 
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F. Laurent 
Godinez, 
consultant, 
analyst, 
welfare worker, 
practical 
psychologist 
and efficiency 
specialist 


and “thought that three stores up the block had just 
the sort of a store front he wanted.” He was pre- 
pared to go ahead and duplicate them to the best of 
his contractor’s ability. When I told him he didn’t 
want anything like them he was quite upset, and 
wanted to know if “experts didn’t get off their feed 
now and then,” etc. 


Take a Look for Yourself 


Tse night he and I took a walk about town and 
slowly but surely the secret of “attraction” and 
“advertising value” dawned upon him. Why copy? 
Why not originate? As we walked about and 
watched the crowd we noticed that some windows 
attracted more attention than others. We noticed 
other things, too. Attracted by an effect “different” 
from its surroundings a passer-by would stop, and 
then—before going on, look up at the lights. Why? 
“Cause and effect’’—that’s the answer. Of all the 
qualities that humanity is heir to there is one, un- 
failing, pre-eminent, predominant characteristic 
which looms up like the Rock of Gibraltar. The 
worthy P. T. Barnum discovered it, and it made 
him rich. In the big centers of civilization we see 
its exemplification in the throngs gaping at nothing. 
It is the very basis of the sewing circle, the bridge 
party and gossip-club. It has been designated by 
Webster in his inclusive category of articulate 
phraseology as “CURIOSITY,” i.e., “the quality of 
being curious—inquisitiveness.” 

This quality lies dormant in the minority and 
dominant in the majority of humans. We exercise 
it without our knowledge, impelled by custom, prece- 
dent, and—habit. Illustration: When lights were 





Fig. 2— 
The 
author’s 
method of 
absolute 
concealment 
which 
increases 
the 
drawing 
power 
of a 
window 
over 100 
per cent 
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Fig. 3—-Concealment from inside the store, showing 


conscious prompting, but—just conceal those lights 
cabinet work forming a part of window frame 


once and see what happens! Camouflage? Yes. But 
the real thing—no halfway business. Over there 
they can absolutely conceal artillery by a camouflage 
which at a distance is undetectable. Over here, in 
the display window it’s not so easy. Our observers 
are not up in the air. They are on the ground and 
in front of the window—close to the stage. In fact, 
right on top of the footlights. Under these condi- 
tions camouflage is exceedingly difficult—but it 
pays. 
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first used in display windows the EFFECT was new 
and the CAUSE (the lights themselves) was new. 
The effect was different, and attracted, and the 
cause was different, and attracted. People would 
look at a display window and then look at the lights 
because on account of their newness, they excited 
curiosity. Gratification means’ the annihilation of 
curiosity. As P. T. Barnum used to say: “If you 
want to attract them you must keep them guess- 
ing!” That’s the answer. KEEP THEM GUESS- 
ING! But how? 

Why do people who have no interest in lamps or 
lighting give that parting upward glance before 
they leave a lighted display window? Is it because 
they care, or want to know anything about the 
mechanism of the thing? Absolutely, no! It is 
habit, custom and routine. 

The “professor” will tell you it’s “psychology,” 
but you can bet he won’t tell you anything else. 
The best way is for you to do just as I did and try 
the thing out for yourself, then if you find I have 
given you the wrong dope write to the editor about 
it and he’ll let you finish this series of articles. 

Here is the way the thing works out: We have 
a bottle on the shelf (hair oil, of course) and we 
know that bottle is nearly full because we just 
bought it, and—well, it was full the last time, any- 
way. This time we reach for the bottle, grab it, 
and ******* our hand, bottle and all, shoots upward 
like one of Jeff Willard’s short, quick ones. Yes. 
Empty! But we didn’t know it, and that strange, 
slumbering consciousness, that part of our brain 
which works while it sleeps (no adv.) forces the 
motor muscles of the arm and hand to believe that 
they are to exert themselves to their accustomed 
load—the load they raised yesterday, and the yes- 
terdays before. But they didn’t know the load 
wasn’t there! 

In the same way we look upward (unconsciously) 
at where the lights always are and always have 
been since lights were put in display windows, and 
there we always see them, thereby immediately 
GRATIFYING our curiosity and satisfying our sub- 


Facts and Figures 


ECENTLY I made some observations to find out 
in cold figures to just what extent this factor 
influenced the attraction in a display window. With 
the same window and the same display on the same 
nights in the week under the same weather condi- 
tions and in localities where resident and transient 
crowds could be compared, in over fifty cities and 
small towns throughout the country I conducted a 
series of tests for the benefit of the public which 
I humbly submit with the request that you will 
verify my findings in your locality and profit by 
same. I have used the term “concealed lighting,” 
and you have immediately exclaimed, “Why, that’s 
not new! Curtains and valances have been hung in 
windows for years.” True. But I said concealed 
lighting. The valance and the curtain are make- 
shifts, unless used in connection with other devices 
and do not conceal in the sense of absolutely con- 
cealing the means employed in lighting a window! 
Such makeshifts will conceal the CAUSE from 
across the street, but that’s all. The concealment 
that I am talking about makes it impossible for any- 
one to detect the cause of the effect regardless of 
their point of observation, whether it be in front of 
the window, at one side, on the sidewalk, or in any 
possible posture, rheumatic or acrobatic. The dia- 
gram Fig. 1 illustrates what you mean, and what 
everyone calls “concealed” lighting—a strip of cloth, 
or paint along the top of the window glass just in 
front of the lights. I call this “un-concealed” light- 
ing and will prove to you that it does not conceal, 
“avec raison,” as our French allies would say. 

We will assume that a merchant has decided to 
improve the lighting of his display window. Lamps 
and shades of some sort are placed near the glass 
at the top of the window, with a strip of silk, 
fringed, as camouflage, and at night the lights are 
turned on. We will assume that the effect is much 


Fig. 4—Light strikes object from both sides.~ Note 
flatness and lack of detail 
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better, that it is improved and different from the 
old window lighting, and that the window attracts. 
Changes like this are taking place in your com- 
munity every day, so select an “opening night” and 
watch the crowd. You will find that the effect of 
such lighting is anti-climatic, regardless of the cli- 
mate. The observers are attracted by a different 
effect. Their curiosity is aroused. Instinct, in- 
spired by curiosity, directs their eyes upward. Re- 
sult: Exposé of cause. Annihilation of curiosity. 
And—anti-climax! Then a prospective purchaser 
walks away and is lost in the crowd because the 
window—your window, perhaps—couldn’t hold him. 
And the light costs you money, just the same. And 
you would fire a salesman who let them walk out 
on him time after time, yet your display window is 
doing the same thing and what are you doing about 
it? 
Pulling the Curious 

[* the lighting of that window had been ABSO- 

LUTELY CONCEALED, the upward glance of 
the prospect would have discovered nothing, and his 
curiosity would have remained wnsatisfied. Then, 
if he did as sixty per cent do when they are con- 
fronted with such different lighting he would have 
hung around, and finally entered your store—im- 
pelled by curiosity. Then if you didn’t sell him 
something you couldn’t blame it on your display 
lights, anyhow! 

The diagram, Fig. 2, illustrates the first attempt 


Fig. 5—Light from above. Note improvement in 
sharpness of detail 


which was ever made to actually and absolutely 
conceal display window lights. As its originator 
I have presented the idea to the American merchant 
with the hope that he will find it as useful and valu- 
able to him as it has proven in EVERY case where 
anyone was game enough to try something new—at 
trifling expense. From the diagram you will see 
that the curtains are placed so that from any posi- 
tion of observation it is impossible to detect the 
source or CAUSE of the EFFECT. The second cur- 
tains should be opaque and can be made of asbestos 
board, beaver board, tin, fireproofed paper, fire- 
proofed cloth, tar paper (painted-roller shades), fire- 
proofed, etc. For a trial ordinary paper (opaque) 
will do. After you have satisfied yourself that the 
idea is worth $100 give that amount to the Red 
Cross or the Liberty Loan and have another one on 
me (I'll try to hand you at least ONE new, tried 
and trusty one every month). 

The distance from the curtain to the window glass 


Hardware Age 


Fig. 6—A reader wants to see the asbestos shade 
demonstrated at close range. Here is the simple 
device which transformed the lighting of the hard- 
ware window shown in last article. Note bare bulbs 


depends greatly on the depth of the window, since 
with shallow windows too great a distance between 
the concealment curtain and the window glass causes 
an appreciable decrease of brightness on the mer- 
chandise located near or at the intersection of the 
window glass and the window floor. When the win- 
dow opens into the store without any partition the 
addition of a second roller curtain will conceal them 
from view inside the store and adds greatly to the 
effect of the whole arrangement. The use of a 
roller shade greatly simplifies the installation of 
such concealed window lighting since it is only 
necessary to pull the shade up and down to find 
the critical position for absolute concealment. With 
new windows the whole arrangement can be drawn 
to scale with the lines of vision and constructed by 
the carpenter as an integral portion of the cabinet 
work. 
Using Side Curtains 


IG. 3 shows how absolute concealment is effected 
by the side curtains which intercept all lines of 
vision from the end of the window. 
(Continued in the next issue) 


Fig. 7—Same arrangement as Fig. 6 with asbestos 
shades over bulbs—cause or effect? 
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Hardware Liberty Loan 
Division Busy 


: io organized forces of the Hardware, Metals 
and Allied Trades Division, canvassing sub- 
scriptions for the third Liberty Loan, struck a pace 
at the start which will be maintained until the 
finish, May 4. The chairman, George H. Richards, 
one of the original Executive Committee, a sys- 
tematic, painstaking worker, himself a sales man- 
ager covering the world, enthusiastically supported 
by the entire committee of 26, has forgotten his own 
business for the month and is concentrating every 
energy toward scoring a larger total than even the 
unprecedented amount last October, which exceeded 
$42,000,000. 

The present Committee, in addition to the field 
previously covered, was asked by the headquarters 
Liberty Loan Committee to include the pipe and fit- 
tings, valve, etc., trades, for water, steam and gas. 
Added representatives on the committee are John S. 
Simmons, president of the John Simmons Company, 
110 Center Street (Franklin, 5000) ; James G. Bate- 
man, National Tube Company, 30 Church Street 
(Cortlandt, 7890), and Farnham Yardley, Jenkins 
Bros., 80 White Street (Franklin, 3745). 


Committee Meetings 


HE full committee, usually 20 or more present, 

meets regularly and promptly at 12 m. each 
Monday, Wednesday and Friday during every week 
of the campaign, in the Governor’s Room of the 
Hardware Club, where, after a quick luncheon, 
plans are discussed and action taken on current and 
future work, which is carefully outlined well in ad- 
vance. With almost 5000 names scattered over a 
wide territory, the work is so arranged as to em- 
brace all of Greater New York by May 4. Each 
salesman of the 45 now operating, which will be 
increased soon, is given seven cards every day con- 
taining a single name with addresses and other 
data. which he will follow until definitely accounted 
tor, and as the cards may average several calls be- 
fore final disposition, every salesman must make a 
considerable effort to efficiently cover his assign- 
ment. The bond purchaser will thus appreciate the 
vital, patriotic necessity for expeditiously speeding 
the salesman on his route. 

A sub-committee of three on Ways and Means, 
consisting of Bernard Ris, George F. Taylor of the 
Corbin Cabinet Lock Company and A. Blackburn 
with the H. & D. Folsom Arms Company, has as- 
sumed responsibility for at least five automobiles 
with chauffeurs per day for approximately 75 auto- 
mobile days in all, to be available in the near future 
when the corps of salesmen which started from the 
Battery reach upper Manhattan, the Bronx, Kings, 
Queens and Richmond Boroughs. Individual mem- 
bers of the committee have offered cars for specific 
days with their drivers, but persons interested in 
speeding up a difficult part of the work can assist 
effectively by voluntarily offering their cars for a 
day or two. Bernard Ris, chairman, is secretary of 
the U. T. Hungerford Brass & Copper Company, 80 
Lafayette Street (Phone Franklin, 5700), and all 
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such offers will be gratefully accepted. Mr. Ris will 
loan one of his cars a day each week, and other 
committeemen having cars or able to get them from 
friends have placed them at the committee’s dis- 
posal; but more are needed. Cars will be assembled 
each morning at an agreed time in the most con- 
venient place, say in Harlem or wherever nearest 
the work, and at points readily reached by Subway 
or the elevated, so as to begin the day early. 


Organization of Salesmen 


HE selling staff is divided into groups of five 

each with a chairman, and the several chair- 
men are immediately directed by Nils Falk, of the 
International Steel Corporation, who is a host in 
himself. At the headquarters of the Hardware, 
Metals and Allied Trades Division, in the Stewart 
Building, 280 Broadway, rooms 226-228, there is a 
large bulletin board with the salesmen’s names, each 
having a separate column for every’ day of the 
month. All who answer promptly the daily roll call 
at 9 a. m. are so designated; others if even a few 
minutes late are likewise so permanently recorded. 
Early in the canvass the men quickly learned the 
importance of punctuality and rendering of service 
with military precision, one of them recently taking 
a taxi to make headquarters on time. The salesmen 
under expert guidance, and with their work care- 
fully outlined ahead, are meeting the situation; 
otherwise they would be replaced. There is also a 
flying squadron of emergency men used to handling 
large transactions for special detail whenever and 
wherever needed. The first night of the campaign 
3925 letters to the trades were mailed as a starter. 
Thereafter every night (except Saturday) outgo- 
ing letters from the chairman have been and will be 
mailed to each prospect for the following day pre- 
ceding the salesman’s call, to notify the prospective 
bond buyer ahead of the visit, thereby better en- 
abling the purchaser to forward the business in the 
least time. 


Battery of Twenty Typewriters 


ME: RICHARDS, at the outset, obtained gratu- 

itously from the five leading typewriter man- 
ufacturers the loan of four new machines from 
each, which are manned five nights of eveiy week by 
20 stenographers each evening from various houses 
in the trade, whose services are volunteered and the 
offer appreciated as a great privilege. Mr. Ris de- 
tailed 20 typists for April 9; the work usually end- 
ing not later than 9 p. m. and sometimes before 8 
o’clock. April 10 was covered by a like contingent 
from HARDWARE AGE. April 11 the detail came 
from the American Can Company, the American 
Steel & Wire Company and Sargent & Co., and so 
on. These young ladies were obtained for the ask- 
ing and felt complimented for the opportunity of 
doing their best. Obviously not all of the houses 
have a large staff of stenographers, some having 
only branches in New York, but early in the first 
week the available volunteers have included 2 from 
John Chatillon & Sons; 5, Columbian Rope Company; 
13, John H. Graham & Co.; 8, Russell & Erwin Mfg. 
Company; 6, Corbin Cabinet Lock Company; 6, 
Sargent & Co., for one night on short notice and 20 
for one or two evenings each week thereafter; 10, 
National Tube Company for each Thursday; 17, A. 
G. Spalding & Bro.; 8, H. A. Rogers Company; 10, 
John Simmons Company; 2, Lufkin Rule Company; 
40, American Can Company; and a battery of 20 
from HARDWARE AGE and Iron Age for each Tues- 
day every week. It is a pleasure to testify to the 
appreciation of the entire committee regarding the 
instant response of these people and the fine work so 
atfectively done. 
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Honorable Mention 


- is the intention of the committee to recognize 
in a fitting way the splendid work of the sales- 
men, to whom the possibilities for sizable subscrip- 
tions are apportioned as fairly as possible, so that 
all have an equal chance in the assignment of pros- 
pects. No one has all small or all large concerns. 
Cards are assigned according to ’phone central zones 
without regard to acquaintanceship. Only ener- 
getic, talented men are acceptable for this work. 
The best are none too good as tact and finesse are 
requisites in this particular undertaking. Some of 
this corps in regular business handle orders aggre- 
gating millions of dollars annually, who cheerfully 
go where they are sent, whether to retail merchants 
or the huge steel corporations, in the same spirit 
that their brothers under orders “over there” go 
over the top. The honors will be awarded based 
variously on the number of subscriptions, the volume 
of sales and otherwise, according to a plan worked 
out by Chairman Richards, whose entire time each 
day until late at night is given to this work. The 
organization is counting on the support of the entire 
hardware, metals, sporting goods, rope and cordage, 
pipe, valves and fittings trades to, by a supreme 
effort, again place this organization in first place 
at the finish on May 4. 

A New England man has said, “if some people 
studied patriotism as they do profits, Liberty Bonds 
would need no advertising. How are you dividing 
your time?” 


Hardware Industries Perfecting Or- 


ganization for War Service 


HE executive committee of the Hardware Manu- 

facturers’ Organization for War Service sends 
word that great strides have been taken in perfect- 
ing the machinery of the organization. Under the 
direction of the Executive Committee the various 
industries in hardware have been classified in de- 
tail. Delegates have been duly elected and qualified 
in a great many of these industries. Assessments 
have been made to cover the necessary expenses of 
the organization for the year 1918 and a sufficient 
sum of money has been received from the assess- 
ments to warrant the Executive Committee in leas- 
ing offices in Washington. 

The committee thinks that the organization has 
been fortunate in securing the services of Mr. Mur- 
ray Sargent of Sargent & Co., New Haven, Conn., 
as executive manager. Mr. Sargent has severed his 
connections with Sargent & Co. for the period of 
the war in order to devote his entire time, energy 
and knowledge to the work of the organization. 
The Washington office is located at 1218 New York 
Avenue, N. W. Mr. Sargent is now engaged in 
directing the installation of office equipment and 
selecting his assistants. The Government has 
sought the assistance of the organization in several 
important ways and the Executive Committee has 
responded most generously and efficiently. 

A reference book of the personnel of the organi- 
zation has been completed and is now in the hands 
of the printer. This book will be placed in the 
hands of the various departments of the Govern- 
ment and in the hands of the contractors for the 
Government to serve as a means of quick, ready and 
efficient contact with the hardware industry in war 
needs or service. 

This book will, of course, be revised from time to 
time as additiona] industries are enrolled as mem- 
bers and properly organized. 

As soon as the Washington office is formally 
opened Mr. Sargent will advise industrial managers 


Hardware Age 


and will inform them in further detail of the work 
he has in contemplation. 

The Executive Committee is now planning to call 
a general meeting of hardware manufacturers, and 
especially all those who have enrolled as members of 
the organization, to be held in Atlantic City on 
Monday, May 27. The purpose of the meeting is to 
make more detailed reports to members of the ac- 
tivity of the several departments and to receive 
from them suggestions and advice as to higher ef- 
ficiency, if possible. 

The main office of the organization is at 4106 
Woolworth Building, New York. Charles W. As- 
bury is president; F. D. Mitchell, secretaty-treas- 
urer and Fayette R. Plumb, Frank Baackes and A. 
W. Stanley as members of. the Executive Commit- 
tee, 


Large Trade Consolidation 


NE of the most significant consolidations con- 

summated in recent years has just been com- 
pleted. The Shelby Printing Company, of Shelby, 
Ohio, and the Simple Account Sales Book Company, 
of Fremont, Ohio, have formed a new million-dol- 
lar corporation, and in the future will be known as 
the Shelby Salesbook Company, with main offices 
at Shelby, Ohio. 

Both concerns are well and favorably known to 
the trade and have been eminently successful. The 
consolidation was effected with a view to eliminat- 
ing the duplication of effort and waste that natur- 
ally attends the operating of two distinct organiza- 
tions manufacturing and distributing practically 
the same products. District offices will be opened in 
many of the large cities for the benefit of the trade. 


Guild Officers Elected 


HE Hardware Guild of Cincinnati held a meet- 

ing on the evening of April 4 at the store of 
the Avfdemkampe Hardware Co., on Central Ave- 
nue. The principal business transacted was the 
election of officers. The following were chosen to 
serve during the ensuing year: President, Charles 
W. Lammers of Madisonville; vice-president, Henry 
Jansen, Covington, Ky.; treasurer, Charles Zim- 
mer. Carl Schott was re-elected secretary. The 
board of governors is made up of Joseph Bevis of 
Harrison; Carl] Koehler and Edward Aufdenkampe. 
Charles W. Lammers was recently elected vice- 
president of the Ohio Hardware Association. 


M. F. Emrich in New Post 


ME: M. F. EMRICH, formerly of the Glidden 
Company, is now assistant general manager 
for Berry Brothers. Mr. Emrich is well known in 
the industrial branch of the varnish business, hav- 
ing filled various positions from the bottom up to 
the position of assistant to Mr. Glidden. Mr. Em- 
rich began his services with Berry Brothers on 
April 1. 


Old Friends in New Chicago Sales 
Corporation 


HE hardware trade will no doubt be interested 

in the recent formation of the Cumming-Fors- 
ter Corporation, a large sales organization with a 
paid-up capital of $50,000, incorporated under the 
laws of Illinois. The officers of the newly organized 
company are James H. Cumming, president; H. C. 
Forster, treasurer, and W. O. Morris, secretary. 
The concern will act as exclusive sales manager for 
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the following well known firms and products: Man- 
del block, manufacturer of spiral spring force cups, 
Chicago; Walker KE-LES Lock Company, mak- 
ers of automobile locks, Aurora, IIl.; the Warren 
Stamping Company, manufacturers of “Sta-Lit” 
lanterns and “Warren Wonder” stoves, Warren, 
Ohio; R. & H. Manufacturing Company, makers of 
garage equipment machinery, Omaha, Neb.; and 
Henry C. Forster, manufacturer of “BLU- 
STREAK” adjustable spark plugs, Chicago, III. 
They will also handle the new “Lois” Phonograph, 
to be manufactured in Chicago. 

“Jim” Cumming, president of the new sales or- 
ganization, is too well known to need any especial 
introduction to the hardware trade. As a manu- 
facturer’s agent he was largely instrumental in 
popularizing the Warren Stamping Company’s line 
of “Sta-Lit” lanterns, and such other lines as the 
“Polly Prim” products and the Walker “KE-LES” 
automobile lock. Mr. Cumming is the sole owner 
of the patents covering the Walker “KE-LES” 
lock, and this line will be manufactured on contract 
for the new firm, while the Warren Stamping Com- 
pany’s goods will be handled on a commission basis. 

Though Mr. Forster, treasurer of the concern, is 
not so well known to the hardware trade, he has 
long been prominent in manufacturing and financial 
circles. For some years past he has been financially 
interested in the Omaha Crockery Co., Omaha, Neb., 
and has acted as active treasurer of the firm. He 
still holds his financial interests in that company, 
but his time will be given to the new sales corpora- 
tion. It was Mr. Forster who perfected the “Blu- 
Streak” adjustable spark plug, and he still holds 
an interest in the patents. 


The Cumming-Forster Corporation will have this 
item manufactured under contract, and will finance 
the proposition. It will also finance the building of 
a modern factory for the manufacture of the “Lois” 
phonograph and will market the entire output. The 
capacity of the factory is to be 20,000 phonographs 
this first year. 

The R. & H. Manufacturing Company will be 
represented on a commission basis, the corporation 
handling the Omaha firm’s entire output of garage 
equipment machinery. 

Mr. Morris, the corporation’s secretary, has for 
the past ten years acted as Western manager for 
the American Wood Working Machinery Company, 
Rochester, N. Y., and is a thorough business man. 

It will be the policy of the new organization to 
work through the hardware jobbing trade of the 
country, although it will market an exclusive type 
of phonograph through the time-payment houses. 
At the present time it is turning out a special type 
of phonograph for one of the largest distributers in 
the United States. It is the intention of the cor- 
poration to see that both the jobber and the retailer 
receive a legitimate profit, with ample protection 
against questionable methods of merchandising. A 
national advertising campaign will be immediately 
put in operation on the “Blu-Streak” spark plug 
and also on the phonograph line. 

The parent offices of the Cumming-Forster Cor- 
poration will be maintained at No. 220 South State 
Street, Chicago. There will be branch offices in 
New York City, Rochester, Detroit, Memphis, At- 
lanta, Minneapolis, Salt Lake, Omaha, Seattle, San 
Francisco and Los Angeles. An export department 
will also be maintained through the well-known A. 
J. Aldsorf Corporation, which is at present doing 
business in practically all parts of the civilized 
world. Personal representatives will cover the 
United States, Canada, Cuba and our island posses- 
sions. 


John R. Griffith Passes Away 


OHN R. GRIFFITH, of Shields & Brother, Phila- 

delphia, passed away on April 18, after an ill- 
ness of several months. He was one of the best 
known and most popular men in the hardware busi- 
ness in this country during the time of his busi- 
ness activity. 

He was born on Sept. 21, 1839. When a boy of 
fifteen he entered the employ of Shields & Brother, 
his object being to learn the hardware business and 
thus be enabled to help his parents and to make a 
place for himself in life. 

He made rapid progress until 1861, when he en- 
listed in the 17th Pennsylvania Volunteers under 
Col. Frank Patterson, a son of the renowned Gen- 


eral Patterson. Mr. Griffith’s regiment was the. 


first to arrive in Washington, fully armed and 
equipped, on May 10, 1861. Three ‘times he en- 
listed, and was finally mustered out of the army in 
1864, being at that time a lieutenant. 

He re-entered the employ of Shields & Brother. 
In 1878 Mr. James Shields passed away, leaving his 
entire estate to a maiden sister, Mary Shields, who 
stated that she wanted John R. Griffith and Samuel 
K. Wilson, both of whom were young men in the 
employ of Shields & Brother, to have the business 
and to purchase it practically on their own terms. 

During these many years, John R. Griffith and 
Samuel K. Wilson refused to take down the name 
of Shields & Brother, so that notwithstanding 
pleasant comments made by friends and some ques- 
tioning as to why they did not put up their own 
names, they preferred thus to honor the man who 
had made their business success possible. 

In 1890, Mr. Griffith, acting with his partner, 
bought out the Germantown Tool Works of Phila- 
delphia. The trade is very familiar with the suc- 
cess of that business under their management. 

A few months ago, Mr. Griffith transferred his 
interest in the firm of Shields & Brother to his 
sons, Paul A., Charles F. and Edward J., Mr. Wil- 
son transferring his interest to his nephew, Will- 
iam K. Wilson. They have since been using the. 
same name of Shields & Brother. 

Mr. Griffith was very active in the Hardware 


Merchants’ and Manufacturers’ Association of- 


Philadelphia, being president of that organization 


from 1904 to 1906. He was alsé an active member. 


of the National Hardware Association from the 
time of its formation. 

He is survived by a widow and two daughters, 
Mary T. Griffith and Julia W. Griffith. 


W.S.S. Also Helps 


WE were quite successful in disposing of a num- 
ber of Liberty Bonds, through our employees, 
of both the first and second issues. By purchasing 
a quantity and offering 
them to our employees on 
time and weekly payments, 
we received their hearty 
co-operation, and many are 
now proud possessors of 
bonds. As many of our 
employees are of moderate 
means, War Savings 
Stamps are especially de- 
sirable, and we find them 
very eager to purchase 
stamps which also encour- 
ages them toward saving a 
part of their salary and to 


Wm. V. Appuhn, sec., do their bit for Uncle. 
Milbradt Mfg. Co., St. S 
Louis sam. 
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By W. L. CROUNSE 


Washington, April 22, 1918. 


ENATORS and Congressmen from the Middle 
S West are becoming exceedingly wrothy as the 

result of complaints reaching them from their 
constituents in the rural districts describing 
heavy advances in the cost of agricultural imple- 
ments, farming machinery, household utensils, 
tools, harness and leather, etc., which have taken 
place since the United States entered the big war. 
A movement has therefore been undertaken to 
bring about a searching investigation by the Fed- 
eral Trade Commission. to determine, primarily, 
whether these increases are justified, and sec- 
ondarily, as to who is making too much money if 
it shall be found that the skyscraping prices are 
due to manipulation of any kind. 


To Investigate High Prices 


Ts first step in this crusade has been under- 
taken by Senator Thompson of Kansas, who 
has presented a resolution directing the Federal 
Trade Commission “to investigate and report to 
the Senate the cause or causes for the high prices 
of the articles hereinafter mentioned required to 
be bought and used by the farmers of the country 
on the farms, and to investigate and report the 
facts relative to the existence of any unfair meth- 
ods of trade or competition, and relative to any 
and all violations of the anti-trust laws of the 
United States by manufacturers and dealers in 
any of the articles hereinafter mentioned in re- 
spect to any act, combination, agreement, or con- 
spiracy to restrict, depress, or control the prices 
thereof, and whether such manufacturers or deal- 
ers have committed any acts, agreements, combi- 
nations, or conspiracies tending to a restraint of 
trade in the manufacture, production, or supply of 
any of the articles enumerated.” 

Senator Thompson’s list of articles to be cov- 
ered by the Federal Trade Commission’s inquiry 
is as follows: 

“Agricultural implements, including plows, 
listers, harrows, headers, harvesters, reapers, 
mowers, drills and planters, horse rakes, culti- 
vators, thrashing machinery, wagons, buggies, 
carts; utensils and machinery and equipment re- 
quired for the production of food, foodstuffs, 
grains, fuel, fuel oil, natural gas, hides, leather, 
cotton, and wool. 

“Bags, bagging, gunny cloth, and grain sacks. 


“Cream separators, churns, and internal-com- 
bustion engines. 

“Brooms and articles of household utility of tin, 
wood, or other material. 

“Necessary wearing apparel, including gloves, 
jumpers, overalls, shoes, and shirts. 

“Leather products, including harness, halters, 
saddles, and buggy whips. 

“Tools and hardware, including axes, hatchets, 
nails, staples, padlocks, pitchforks, hoes, shovels, 
picks, corn knives, grindstones, wheelbarrows, and 
saws. 

“Axle grease, lubricating oils, fertilizers, salt 
for stock, and oil cake. 

“Lumber, shingles, barrels, rope (hemp), bind- 
ing twine; barb wire, galvanized wire, steel wire, 
and wire fencing. 

“Farm labor.” 


Where the Farmer Gets Off 


HE resolution further directs the commission 

to report “whether, under the facts found, the 
farmers are required to pay an unreasonable price 
for the things they are required to purchase and 
use on the farms in the production of food prod- 
ucts, and whether they are thereby prevented 
from making a fair profit for their labor and 
money expended toward production.” 

The usual course in handling such a measure 
as that presented by Senator Thompson is to refer 
it to the appropriate committee, which in this 
case would be Agriculture, but at the request of 
the author of the measure it has been ordered to 
lie on the Vice-president’s table, which is the cere- 
monious method by which a Senator gives notice 
that he will make a speech on the subject of his 
bill or resolution before asking to have it sent to 
the appropriate committee. 

It is to be expected that Senator Thompson will 
discuss his resolution at an early date and that he 
will then disclose any facts he may have bearing 
on the matter. If the complaints of his con- 
stituents are merely echoes of the general outcry 
against the high cost of living it is unlikely that 
the Senate will order the investigation. But if it 
should appear that Senator Thompson has any evi- 
dence of genuine profiteering and especially if it 
should be disclosed that any of the big manu- 
facturing combinations are boosting prives the 
commission will probably be asked to make a 
searching inquiry. 


62 





April 25, 1918 


Busy Days for the Trade Commission 


HESE are busy days for the Federal Trade 

Commission, by the way. Business men 
throughout the country are finding that when 
Congress organized this important body it pro- 
vided a place where complaints of all kinds could 
be registered and as a result the commission’s 
daily mail brings in wails about every conceivable 
kind of trouble, ranging from unfair competition 
among the big trusts down to the fact that the 
hens have stopped laying just at a time when the 
price of eggs has come within the reach of the 
average citizen. 

Notwithstanding the enormous volume of busi- 
ness brought to the attention of the commission 
the chairman and his associates find plenty of 
time to examine bona fide complaints and to call 
down violators of the law and of decent business 
ethics. In this way the commission is doing a 
great service to the people at large and its mem- 
bers are at last beginning to earn their salaries. 

The commission recently reached the conclusion 
that action should be taken to abate an abuse 
which has been growing of late among owners of 
patented articles who claim that their patents are 
infringed by the products of their competitors and 
who then seek to terrorize dealers and the public 
as a part of their aggressive selling campaigns. 
The commission believes that the manufacturers 
in such cases can safely be left to fight out their 
patent claims in the courts, but that the retail 
merchants of the country and consumers generally 
should be protected against the kind of terrorism 
now being employed to such an extent that both 
dealers and buyers are being forced to the con- 
clusion that it’s dangerous to have anything to 
do with a patented article. 


“Unfair Competition” of Patent Owners 


O meet this situation the commission has re- 

cently issued a notice to a number of manu- 
facturers engaged in these squabbles which it will 
interest retail merchants to read. I am not going 
to advertise anybody in this connection so I have 
substituted the letters “A” and “B” for the liti- 
gants named in one of these circulars and present 
the text thereof thus modified as follows: 

“The Federal Trade Commission has issued an 
order requiring the ‘A’ Company to desist for- 
ever from interfering, through any method of 
communication, with customers of its only com- 
petitor, the ‘B’ Company, and endeavoring through 
the medium of circulars, letters, or any other 
method of communication, to coerce customers of 
its competitor into ceasing from purchasing their 
supply of devices and apparatus from the ‘B’ Com- 
pany, by threatening to sue for infringement of 
patents, owned or claimed by the ‘A’ Company, 
when such threats are not made in good faith for 
the protection of the ‘A’ Company’s claims of right 
under any or all of its patents. 

“The ‘A’ Company is required by the order to 
cease from endeavoring to persuade or force any 
trade journals to refuse to accept the advertising 
of its competitor, by statements to the effect that 
the devices and apparatus of any competitor in- 
fringed any or all patents owned or claimed by 
the ‘B’ Company, or by statements relating to the 
financial standing or condition of the competitor, 
or by any other statements calculated to interfere 
with the right of any competitor to advertise his 
devices. 

“The order also forbids the ‘A’ Company from 
making statements, false, misleading, or other- 
wise, to any trade journal or customer of the ‘B’ 
Company in reference to a suit in equity instituted 
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by the ‘A’ concern in the United States Court for 
the Northern District of Illinois, as to the defense 
of the ‘B’ Company in the suit, and forbids in- 
dulging in the same or similar practises as to any 
other suit hereafter brought by the ‘A’ Company 
against any customer of any competitor, or against 
any competitor the ‘B’ Company has now or may 
have in the future.” 

In other words, the commission believes that the 
litigants should take their troubles into the courts 
and settle them there instead of seeking to tie up 
the business of a large number of retail mer- 
chants and consumers. The average business man 
will approve the commission’s action. 


Buy Your Coal Supply Early 


pet in your next winter’s supply of coal as soon 

as you can get it! Thus saith Dr. Harry A. 
Garfield, United States Fuel Administrator, who 
hopes that the summer months will be utilized in 
filling up the coal bins of the country at a time 
when there is no snow on the railroad tracks so 
that when adverse weather conditions again con- 
front the carriers the demand for coal will have 
been satisfied to such an extent that there will 
be no repetition of the incidents of last winter 
with its industrial shutdowns and its heatless 
Mondays. 

As a warning to consumers to lay in early sup- 
plies of coal Dr. Garfield is sending out a circular 
headed “Order Coal Now; You May Not Get It If 
You Delay.” In describing the conditions that 
developed last winter Dr. Garfield expressly disa- 


‘vows responsibility for the advice which went out 


from Washington to consumers throughout the 
country early last summer urging them not to 
“hoard coal.” In this connection he says: 

“During the past twelve months there has been 
suffering among consumers and a curtailment of 
essential production by industries through inabil- 
ity to obtain necessary fuel after the beginning 
of winter. A year ago consumers were led to be- 
lieve that they might safely withhold their orders 
until later in the year. They labored under the 
impression that coal could be bought and secured 
as well at one time as another. They were told 
that there was plenty of coal for everybody and 
that there would be plenty of coal cars to move 
the coal in also. . 

“This advice and its acceptance by consumers 
was one of the contributing causes to the coal 
shortage, with its consequent suffering among 
domestic consumers and lessening in production 
of commodities needed in our war activities. The 
Fuel Administration was not then in existence 
and did not begin its work until Aug. 23. It was 
then already too late to undo the harm which had 
been done.” 

It would be a waste of time to seek to ascertain 
who was responsible for the bad advice to which 
Dr. Garfield refers. It cannot be successfully 
denied that the people were warned not to “hoard 
coal” and that in some cases this warning was 
accompanied by a threat. The main thing is that 
Dr. Garfield is now urging consumers to put in 
their year’s supply immediately and is giving 
good reasons for the advice. In this connection 
he says: 

Coal Supply Is Transportation Problem 


sal Ns production of coal in this country is 

fundamentally a transportation problem. 
There are enough coal cars and enough locomo- 
tives to transport the necessary quantity of coal, 
only if every car and every locomotive is used to 
its maximum capacity every day in the year. There 
are enough operatives in the mines to get the 
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coal from the ground if those operatives can work 
every day in the year and if the coal cars and 
locomotives are available every day. 

“The fuel problem is to get the coal from the 
first place of deposit to the final place of deposit 
with as little delay as possible and in as steady 
and continuous a stream as circumstances will 
permit. The railroads may be compared to a 
water pipe, which needs to run full all the time 
to carry the necessary amount of water to its 
destination. If that water is shut off for any ap- 
preciable time it means an ultimate shortage. The 
pipe can carry no more than its maximum capacity 
per day.” 

It isn’t often that a government official advises 
the people of the country to go into debt for any- 
thing, but Dr. Garfield is so firmly convinced of 
the wisdom of laying in coal while it can be had 
that he strongly advises borrowing money if nec- 
essary to pay for fuel, pointing out that the slight 
increase in expense will be fully justified by the 
comfortable consciousness that no matter how the 
blizzards may blow the cellar is full of coal. In 
closing his exhortation to buy early he says: 

“Inconvenience of paying for coal in the spring 
or summer when it will not be needed until autumn 
or winter should not influence any consumer to 
delay placing his order and securing his supply. 
It is far wiser to borrow money in the spring to 
pay for one’s coal than to wait until autumn or 
winter, when if the coal has not been mined and 
shipped money cannot procure it. 

“The Fuel Administration, through the State 
Fuel Administrators and local committees, is pre- 
pared in every reasonable way to aid public utili- 
ties, essential industries, retail dealers and domes- 
tic consumers in placing their orders and in 
securing assurances of a sufficient supply of fuel. 
All these governmental agencies, however, are 
powerless if the consumers themselves fail to act. 

“Again, therefore, the Fuel Administration 
urges every consumer to place his orders imme- 
diately. This should ordinarily be done through 
the medium of supply upon which the consumer 
has relied in the past. If this course is followed it 
may be hoped that the suffering and loss of the 
past winter will not be repeated. If it is not 
done consumers will have themselves to blame.” 


Government Not to Take Express Companies 


I HAVE received several inquiries during the past 
week as to whether the Government is likely to 
take over the express companies as a part of the 
railroad administration. The question is one 
which interests every retail merchant and it will 
gratify them all to know that while no one can 
say what a day will bring forth the indications 
are now against the absorption of the express 
companies by the Director General of Railroads. 

Soon after the railroads passed under govern- 
ment control a good many theorists throughout 
the country advocated the elimination of private 
control for the express companies with a view to 
bringing express under the same jurisdiction as 
freight. With the parcel post in the hands of the 
the Post Office Department the government would 
be in charge of: all forms of merchandise trans- 
portation which, according to some observers of 
governmental affairs, was a desirable thing. 

Up to this writing Director General McAdoo has 
declined to take this view of the matter. He has 
ascertained that running the railroads is a man’s- 
size job calculated to test the ability of the most 
experienced public official and just at present he 
is not engaged in our old friend Alexander’s task 
of hunting for new worlds to conquer. 


Hardware Age 


Companies Already Under Control 


HE officials of the railroad administration also 

appear to feel that there is no reason why the 
government should actually operate the express 
companies when already they control the railroads 
which carry the express matter and, through the 
Interstate Commerce Commission, can regulate ex- 
press rates. To take over the express companies 
would really mean moving the headquarters of the 
principal companies to Washington and thus 
greatly increasing the tremendous congestion here 
without any resultant benefit to shippers of the 
country. 

At this writing it looks as though the express 
companies would be permitted to handle their own 
business as long as they behave themselves, which 
they are quite disposed to do these days. There 
have been times when their conduct has been 
open to considerable fair criticism. 

An indication that the government does not 
intend to take over the express business is the 
fact that during the past week the heads of the 
principal companies were called to Washington 
to discuss with the railroad administration a pro- 
posal for consolidating all the companies into a 
single corporation which would be authorized by 
the Director General of Railroads to conduct all of 
the express business of the country. The corpora- 
tion would have a capital stock of about $40,000,000 


_ divided among the companies in proportion to the 


physical valuations of their properties. 

This would certainly be a novelty and should 
the experiment be attempted the result would be 
followed with much curiosity by every thoughtful 
business man. 


McNulty Headed Committee 


yWeen the second Liberty Loan Committee was 

organized for the Buffalo campaign, James H. 
McNulty, president and general manager of Pratt & 
Lambert, Inc., was selected as the logical head 


of the General Distribution Committee. The task 
which the Federal government had set for the Gen- 
eral Distribution Committee was the sale of $55,- 
600,500 of bonds. Mr. McNulty brought to the 
task allotted to him his wide experience as execu- 
tive head of Pratt & Lambert, Inc., an indefatigable 
capacity for work, a breadth of vision and mental 
alertness that resulted in a network of sales agen- 
cies reaching out into every home, shop, factory and 
office building in the entire city, with the result 
that Buffalo’s Second Liberty Bond sales totalled 
$58,720,200. 

The General Distribution Committee directed the 
sales activities through its industrial, wholesale and 
retail merchants, professional public employees, 
schools, fraternal organizations and clubs, and dis- 
trict canvassing committees. The industrial, whole- 
sale and retail merchants’ committees branched in- 
to one hundred or more separate committees. There 
were committees for bond sales booth, state em- 
ployees, Billy Sunday workers, Polish and Italian 
citizens, Citizens’ Patriotic Patrol, colored citizens, 
Patriotic Neighborhood Patrol, Home Defense and 
election booth workers and an emergency commit- 
tee. 

A notable feature of the campaign for distribu- 
tion, organized by Mr. McNulty, was the police 
survey, being a house to house canvass by the police 
force of the city, during which canvass a card was 
left, one side of which contained a blank form stat- 
ing that the householder desired to make applica- 
tion for a bond. 
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A Maximum of War 
Effort 


A. suggestion emanated from 
the Washington authorities recently, 

that business correspondence be in- 
fused with the war spirit. - It is not sufficient 
for a maximum of war effort that we as- 
sume, from theoretical considerations, that 
all are filled with the war spirit and the spirit 
of co-operation. It helps greatly to see and 
hear the evidence that all are imbued with 
the same feeling. 


A nation in such a war as this goes through 
a certain series of psychological reactions. 
Eventually a stage is reached when there is 
steady plodding, a serious grind, but that is 
after years. The nation is then as fully per- 
meated with the spirit of war service as it 
can be. The adopted attitude is so complete, 
and the public regulations are so well formu- 
lated and far-reaching, that there is practi- 
cally no occasion left for individual initiative. 
In both Germany and Britain, for example, 
there is a tremendous amount of talk about 
food, certainly impractical and according 
to all experience not calculated to assuage 
hunger. The case of Germany, where every- 
thing must be done by rule at all times, may 
perhaps be understood, but the British case 
is not so readily apprehended. It is such, 
however, that G. K. Chesterton recently con- 
tributed an article, half humorous, yet really 
wholly serious, suggesting that there should 
be rationing of talk about food. 


The United States is far from having 
reached the stage of being as full of war feel- 
ing as possible. Much still rests upon indi- 
vidual initiative, upon the acquisition by the 
individual of additional enthusiasm to do the 
utmost. 


If the war should be lost or if an indecisive 
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peace had to be accepted there would be un- 
measured and lasting regret. Assuming a 
complete victory eventually, it is of vital im- 
portance both to the nation and to the indi- 
vidual to keep in mind that little glory will 
attach to achievements of nations, of armies 
or of individuals for what they did not do to 
help win the war. All are expected to do 
their utmost, and no particular credit will at- 
tach to the accomplishments that analysis 
may prove to have been most helpful to the 
success. If military judgment is that it was 
an army of France, or of Britain or of the 
United States that struck the really decisive 
blow, the laurels will be empty when the 
whole cause has been such a great one. 


The real measure, when all is over, will not 
be what the nation, the army, the class of 
people, or the individual accomplished, but 
what could have been done but was not done. 
If the people of France have given their last 
ounce of effort and the people of the United 
States have held back only their last pound, 
it will not matter that the sum total of effort 
on the part of the United States was greater 
than that of France. Judgment will be based 
upon what was withheld, not What was given. 
The part one plays, measured by the parts 
others play, will be of little consequence. It 
is the part one has played, measured by the 
part that could have been played, that will 
make that judgment in future when all is 
over and the score is reckoned. 


It is no case of the individual or the na- 
tion doing a bit, but a case of doing the best, 
of omitting nothing that can be done. The 
United States entered this war with no 
pledge of a portion of national or individual 
effort, but with a pledge of everything. It 
is a war in which every country engaged 
should be striving to do its very best. There 
is no outside standard. The standard to be 
attained is the utmost that it is possible to 
attain. 
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Office of HARDWARE AGE, 
New York, April 22, 1918. 
MONG wholesalers business is going forward on 

“4 a good basis, often necessitating work several 

nights a week to keep up, but with manufacturers trade 
has begun to taper off. There are fewer changes in 
prices and in most cases none at all. Prevailing con- 
ditions entail much greater correspondence among 
wholesalers, manufacturers and retailers alike, because 
of the innumerable delays, including commandeering by 
the Government, discarding of unnecessary styles and 
sizes, off and on embargoes and other obstacles trace- 
able to a state of war, sometimes estimated at two or 
three times that of more normal periods. 
_ Mention is made of a little improvement as to de- 
liveries at terminals and docks. The much discussed 
“store door delivery,” we learn, has reached that stage 
where the proposal appears to be assured. If made ef- 
fective it should greatly aid in relieving traffic conges- 
tion everywhere. According to the plan, on the arrival 
of goods at railway terminal, ingtead of waiting for a 
merchant’s cartman the goods l at once go forward 
by vehicles operated by the transportation lines to the 
consignee’s address. This change has been under con- 
sideration for several months. It will keep the mer- 
chandise moving from start to place of ultimate desti- 
nation, thus economizing time, emptying and releasing 
cars for return trips, thereby keeping docks and depots 
free through a sort of perpetual motion. 

A prominent salesman, marketing numerous leading 
lines of hardware in the largest markets, says that 
stocks are badly broken in retailers’ hands, that whole- 
salers in the Central West are universally busy, except 
in the Northwest, where short crops last year kept 
farmers from buying because of the current high 
prices. Yet, he says, they are beginning to realize that 
it is imperatively necessary to replenish worn out mate- 
rial and secure needed merchandise for farm and home; 
that they must pay existing prices. Farmers are obtain- 
ing very high prices for all farm products and even- 
tually, it is predicted, will purchase even at the high 
figures. Trade at principal Missouri River points is 
large in volume and value, and likewise excellent from 
Chicago, Detroit, Cleveland, etc. 

In some of the congested territory shippers are find- 
ing it helpful to load full cars for other terminals where 
reshipments in smaller lots are forwarded to local des- 
tinations under more favorable conditions than would 
otherwise obtain. 

The larger trade is beginning now to anticipate wants 
for fall delivery which manufacturers will not accept, 
otherwise than to insist on shipment at once or at fac- 
tory convenience. Wholesalers realize that if they want 
merchandise for fall and intervening time the orders 


must be given and goods taken as early as possible, re- . 


gardless of preferred future dates. In other words, 
manufacturers insist that customers take some of the 
risks they are themselves compelled to assume. 

Tools to handle such material as mortar and bricks, 
etc., are in less demand, but hammers, saws and kindred 
woodworking tools are apparently doing well. Re- 
stricted building necessarily curtails the output of sup- 
plies needed for structures. 

Recent wire screen cloth developments compel manu- 
facturers to announce that they will be unable to ac- 
cept further business from regular trade for delivery 
before July 1. Huge direct orders from the National 
Government have been placed for shipment to camps, 
cantonments, hospitals and similar places, and more are 
expected. There is also a large demand for this mate- 
rial to be shipped abroad. The situation compels in- 
stant attention and preference over all other business, 
and Government inspectors are closely watching fac- 
tories to see that nothing is diverted elsewhere. There 
are, however, probably instances where certain kinds of 
wire cloth not wanted by the Government are available, 
which it may be prudent to learn more about. 

Labor and other classes of man power are still being 
called to the colors and is probably only getting into 
its stride. Obviously as available labor decreases there 
is likely to be an increase in price, because as the nor- 
mal product of a manufacturer is reduced in volume 
much of the overhead or contingent expenses still re- 
main and become a penalty on the merchandise made. 

Collections are quite satisfactory, and retailers are 
said to ke paying better than was their custom. Manu- 


, Steel and Hardware Prices 
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facturers are holding a tighter rein on wholesalers, as 
producers are paying more for everything. While not 
changing selling terms, it means for buyers who dis- 
count their bills that quite generally owing to trans- 
port delays they must pay for goods while still on the 
way, and long before they are received. Therefore when 
‘giving ordinary time to customers the sellers are out of 
the money already paid sometimes one or two months 
ahead of the receipt of merchandise. This compels 
closer collections and in the end will teach a valuable 
lesson. 


ELECTRIC HEATING DEVICES.—The American Elec- 
trical Heater Company, Detroit, Mich., quote several 
specialties in the household and industrial lines as fol- 
lows, namely: American Beauty Electric Irons, ea, 
$6; American Beauty Dining Table Grill, ea. $8.50; 
American Beauty Soldering Irons, ea., $7.75 to $12.25, 
and American Beauty Glue Pots, ea. $20 to $35. 


HorsE Rasps.—The Nicholson File Company, Provi- 
dence, R. I., quote Nicholson and Black Diamond Brands 
of horse rasps at 40 and 7% per cent discount on each. 


LINSEED O1IL.—Linseed oil is very scarce, and there 
are few prompt deliveries, with crushers loath if not 
actually unwilling to take any large orders for either 
prompt or future delivery. Conditions are too uncer- 
tain for predicating business much in advance of the 
time named for deliveries and actual selling prices. 
There is but slight change in-the Argentine situation 
since last advices. A little flax seed came in last week 
and there is more afloat northbound. A good quantity 
of seed has been contracted for at River Plate ports, 
but whether available cargo space can be secured to 
get it to the U. S. A., is the question. Consequently 
all prices are high, not because of any appreciable 
activity in painting and for other purposes requiring 
oil, but owing to the limited available supply. 

Linseed oil, raw, city brands, card prices, is unchanged 

at $1.55 for 5 or more bbl., and $1.56 per gal. for less than 
5 bbls. For State and Western oil we learn of nothing less 
than $1.55 per gal. 
' Rope.—Deliveries are farther behind than ever, and 
Government requirements sometimes exceed the facili- 
ties of makers when sudden large orders are given for 
deliveries in the near future; as for instance specifica- 
tions for nearly 4,000,000 lb. at an Eastern outport 
shortly. The tonnage could be furnished but not ac- 
cording to the particular kinds and sizes named. Some 
of the kinds and sizes are in excess of what is available 
or possible to produce within the named date. 

The Hemp situation is but slightly improved and 
while a bit better is nothing to boast of. One of the 
principal manufacturers of manila rope, who for some 
time had been quoting his product below the market 
established by the other manufacturers, has restored 
his prices to the same level as the rest of the makers. 
The Federal Trade Commission, Washington, D. C., has 
determined after considerable investigation to insist 
that all rope manufacturers ‘offering rope branded 
“Manila” must not so brand it unless it contains 100 
per cent pure Manila fiber. Any admixture of other 
cordage fibers must be so specified on the brand, label 
or tag, in much the same way as is provided for in 
the Pure Food and Drug Act. 


Manila rope prices are unchanged as follows: Manila rope, 
first grade, is 33c.; second grade, 32c.; and the third grade, 
28c. base per lb. Manila bolt rope is 38c. per Ib. 

Sisal rope, first grade, is 28c., and second grade 20c. base 
per lb. Hide, bale and hay rope, medium oiled, first grade, 
is 2314c., and second grade, 2014c. base per Ib. 

Tarred lath yard is, first grade, 23c., and second grade 2c. 
base per Ib. 

SPARK-PLUG_ CABINETS.—The Emil Grossman_ Mfg. 
Corp., Bush Terminal, Forty-first Street and Second 
Avenue, Brooklyn, N. Y., quote as follows: Cabinet 
No. 50 with Red Head spark-plugs, east of Mississipp! 
River, ea., $28.86; west of Mississippi River, ea. $29.86. 
Cabinet No. 100 with Red Head spark-plugs, east of 
Mississippi River, $60.68 each, and west of Mississipp! 
River $61.68 each. 

TIRE CHAINS.—The Woodworth Manufacturing Cor- 
poration, Niagara Falls, New York, quote to dealers 
“Easyon” Tire Chains to fit 3, 3%-in. tires, per set, 
$2.67; 4, 4%4-in., per set, $3.33, and 5, 5%-in. per 
set, $4. 

WINDow GLAss.—Transactions in window glass 
tinue to diminish and the prospects are that trade 
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be slack. There are fewer inquiries and little building 
except for occasional large structures, apartment houses 
or in some way related to war. It should also be re- 
membered that we are entering the warmer season so 
that there is not the same necessity for replacing broken 
panes in buildings as promptly as must be done with 
the advent of cold weather, which also serves to de- 
crease the demand. Also the extremely high prices like- 
wise operate to automatically curtail orders except 
where glass must be bought. For instance, one of the 
oldest and best houses has now inbound consigned to 
them 2 carloads of window glass valued at approxi- 
mately $15,000 total where in pre-war days, for in- 
stance, 1913-1914 the aggregate would be about $3,500. 
The erection of a large plant, with one building to be 
ready by June and another by August, the entire outfit 
costing $20,000,000, is a welcome addition to the market 
for new business. 


Prices are unchanged as follows, namely: First 3 brackets, 
B single thick, 82 per cent; first three brackets, A single 
thick, 80 per cent; all sizes above the first three brackets in 
A and B quality, single thick, 79 per cent; all sizes A quality, 
double thick, 80 per cent; and all sizes B quality, double 
thick, 82 per cent. Window glass, AA quality, single and 
double thick, ranges from 75 to 78 per cent discount. 
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Office of HARDWARE AGE, 
Chicago, April 22, 1918. 

te condition of business throughout the Middle 

West is indicated by the fact that retailers report 
better collections and heavier cash sales than for several 
years past. A letter from the secretary of a prominent 
jobbing concern, recently received at this office, confirms 
the above statement. In the letter the writer tells of 
watching a sale of a wire stretcher in an Iowa hard- 
ware store, and of noting that the farmer paid cash 
from a well-filled wallet. He writes: “It impressed 
me with the fact that the farmers of this Western 
country were never so prosperous; were never so flush 
with money as they are to-day. Retail merchants with 
whom I have been in conversation report that they have 
never known a time when cash sales have been as large 
as at the present time, some merchants reporting their 
March cash sales as the largest they have ever experi- 
enced in a similar period in their business.” 

Spring seems to have opened up to stay, and farm 

work of all kinds is under way, with the result that 
seasonable goods of all kinds are selling freely. This 
is particularly true in regard to such items as machine 
repairs, grindstones, files, wire stretchers, barb wire, 
nails, nuts and bolts, pliers, wrenches, harness, poultry 
netting, hoes, shovels, rakes, hand seeders and lawn 
equipment. Paints are also moving out in good volume, 
despite the fact that building operations in this vicinity 
have fallen off 70 per cent in the past two years. There 
is a very noticeable demand for poultry supplies, brood- 
ers, drinking founts, food hoppers, netting, wire nests 
and similar items, much of which must be attributed 
to the efforts of the Government to increase poultry pro- 
duction. 
_ The increased use of flour substitutes is also increas- 
ing sales of various types of bread and gem pans, the 
demand in some places being so great that jobbers’ 
stocks have been almost cleaned out. The same reason 
is said to be increasing sales of small grain-grinding 
mills for kitchen use. In fact, the use of new foods, 
cooked in new ways, is creating a demand for many 
kinds of cooking and household utensils, and dealers 
who have taken notice of the opportunity presented 
have created muth additional business. 

Apparently the retail trade of the smaller towns is 
better in proportion than that of the stores in Chicago 
proper, where the loss of the greater part of the 
builders’ hardware business has seriously curtailed sales. 
This has been made up in part by increased sales of 
garden tools, mill supplies, and various novelty lines, 
but there are many small hardware stores which for- 
merly depended on small contractors for their volume 
of sales that are finding business comparatively light 
at this time. Naturally these stores are handicapped by 
competition with the department stores in many lines. 
In the smaller places, particularly in the farming dis- 
tricts, there is more building going on and builders’ 
hardware sales are better. Stores in such towns are not 
dependent on contractors, and sales in other lines are 
<i more than offsetting the loss in builders’ hardware 
sales, 

Transportation problems are still serious, and job- 
bers are hard-pressed to keep stocks in many seasonable 
lines. In such lines as wire nails and barb wire they 
are forced to limit shipments to their trade, even though 
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WIRE NAILs.—There has been but little increase per- 
taining to new business during the past week or two, 
largely because buyers want first to get the nails 
already specified for. Well-informed merchants, how- 
ever, say that there will probably be a better demand 
as soon as some of the back orders are executed. Out 
of store sales, however, show something of a daily 
increase. 

Wire nails, in store, are $4.40, and carted by the jobber 
$4.45 base per keg. 

Cut NAILs.—Out of store trade proved to be rather 
more in April than expected compared with March 
business. Nails go out in small lots, but there have been 
a good many orders which in the end total up quite 
well. One representative house finds that its stock 
does not appreciably increase, because of the current 
nearby demand. There has been trouble in getting 
some styles and sizes of nails wanted now, although 
others equally good which can be used later are avail- 
able. Naturally merchants do not care to stock up 
much ahead at high prices until the goods are actually 
needed, because of the capital locked up. 

Cut nails, in store, are $5.20, and delivered within carting 
limits, $5,25 base per keg 


AGO 


wire nail sales on the whole are far below normal. In 
some cases shipments of merchandise from Eastern 
points are six weeks in reaching Chicago. 


AMMUNITION.—Ammunition sales are rather quiet 
at this season of the year, and retail sales are light. 
Jobbers, however, report a fair volume of business for 
future delivery. Little difficulty is experienced by the 
jobbing trade in obtaining shot shells, but there is a 
decided shortage in center-fire cartridges, which will 
probably become more serious as the season progresses. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 22 short 
semi-smokeless, $5 per thousand; No. 32 short, rim fire, semi- 
smokeless, $11.75 per thousand; No. 22 long, semi-smokeless, 
$6 per thousand ; No. 32 long, semi-smokeless, rim fire, $13.50 
per thousand. Above prices subject to 20-6 per cent discount. 
Prices on shells are as follows: Peter’s Target, smokeless, 3 
drams powder, 1% ounces shot, 1 to 10, $48 per thousand; 
Peters’ Referee, semi-smokeless, 3 drams powder, 1 ounce 
shot, 1 to 10, $37 per thousand. Discount 20-5 per cent. 

AxES.—Axes continue to be scarce, with a demand 
much heavier than is usual at this season of the year. 
Stocks of the jobbers are below normal, and they are 
taking orders subject to stock on hand only. The 
demand for the coming season is expected to be fully 
up to that of last year, and dealers who are not pre- 
pared to fill the wants of their customers are being 
advised to get their orders in at once. New prices will 
be put into effect on July 1. 

We quote from jobbers’ stocks, f.o.b. Chicago: First qual- 
ity single-bitted axes, hand made, $14 per dozen; double- 
bitted, $18 per dozen. 

AUTOMOBILE CASINGS.—Automobile casings of prac- 
tically all the standard makes advanced in price on 
April 15. The price increase is attributed to the short- 
age and consequent high cost of cotton duck. 


BALE TIES AND WIRE.—There is some little local de- 
mand for bale ties and wire, but the heavy selling 
season will appear later in the season. Reports from 
the agricultural districts indicate that the demand will 
be exceptionally heavy this year, due to the-fact that 
much more fodder will be baled than during normal 
times. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Bale ties, 60-10-10 per cent off standard list; half sizes, 7% 
per cent less; plain annealed wire, No. 14, $4.35 per 100 Ib.; 
No. 15, $4.45 per 100 Ib.; No. 16, $4.55 per 100 Ib 

Bars.—The demand on the mills for iron and steel 
bars is very heavy, much of it coming from the makers 
of agricultural implements. The makers are reported 
to be sold up for from three months to a year in ad- 
vance. Local sales from retail sources are light. 

We quote from jobbers’ stocks, f.o.b. Chicago, soft steel 
bars, $4.10 per 100 Ib.; bar iron, $4.10 per 100 Ib. 

BarB WIRE.—Retail sales of barb wire in this section 
are heavy, although there are reports to the effect that 
in parts of Dakota and other sections where crops were 
light last year wire is moving very slowly. Very few 
of the retail stores have adequate stocks on hand and 
the owners are unable to get shipments from the job- 
bers in any but small quantities. This is due to the 
fact that jobbers have the lightest stocks in years and 
seem unable to remedy conditions because of the lack 
of cars to ship the surplus from the mills. The makers 
claim to have sufficient wire on hand to meet all im- 
mediate demands if shipments can be arranged for. 
Prices remain as for some time past, but jobbers are 
limiting shipments to retail customers. 
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We quote from jobbers’ stocks, f.o.b. Chicago: Painted 
barb wire in less than carload lots, $4.40 per 100 lb.; gal- 
vanized, $5.10 per 100 Ib. 

BUTCHER KNIVES.—The opening of the spring trade 
has resulted in an increased demand for butcher knives 
and other forms of kitchen cutlery, although the call 
has been exceptionally heavy for nearly a year. The 
manufacturers are confronted by both material and 
labor shortages and are finding it particularly difficult 
to obtain experienced grinders and polishers. Jobbing 
stocks have been at a low ebb for many months and 
are showing no signs of improvement. It is reported 
that the Government is a heavy purchaser in this line. 
Prices are strong and advancing daily. 

Butcher knives with coco-bolo handles, 6-in. blade, $4.25 


per doz.; 7-in. blade, $5 per doz.; 8-in. blade, $6 per doz.; 


with ebony handle, 6-in. blade, $4.75 per doz.; 7-in. blade, 
$6.25 per doz.; 8-in. blade, $6.60 per doz.; 10-in. blade, $11.00 
per doz.; 12-in. blade, $14.50 per doz.; 14-in. blade, $18 per 
doz; beechwood handle fastened with saw screw brass 
rivets. 6-in. blade, $3 per doz.; 6%4-in. blade, $3.85 per doz.; 
7-in. blade, $4.30 per doz.; 8-in. blade, $5.20 per doz.; 9-in. 
blade; $675 per doz.; 10-in. blade, $8.25 per doz.; 12-in. blade, 
$11.25 per doz.; 14-in. blade, $14.50 per doz. 

BABBITT METAL.—Retailers report a very good de- 
mand for babbitt metal at this time, the sales going 
mainly to the small shops and to the farming trade. 
The call has grown heavily during the past month. 
There are rumors of an advance, but local jobbers are 
still selling on the prices of a week ago. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
babbitt metal, 13%4c. per lb.; Cruso brand, 16c. per lb.; Tony 
brand, 19c. per Ib.; Revenoc, 22c, per Ib. 

BUILDING PapeR.—The local demand for building 
paper is lighter than for several years past, due to the 
fact that very little building is in progress. Chicago 
architects estimate that building operations have fallen 
off fully 70 per cent during the past two years. No 
price changes have been reported for several weeks. 

We quote from jobbers’ stocks, f.o.b. Chicago, red rosin 
sheathing paper, 20 lb. rolls, 58c. per roll; 25 lb. rolls, 72c. 
per roll; 30 Ib. rolls, 87c. per roll. 

BUILDERS’ HARDWARE.—Sales of practically all kinds 
of builders’ hardware are at a standstill in this locality, 
particularly in the city proper. Some of the larger 
concerns are reported to be shifting their builders’ 
hardware men to other departments, such as heavy 
hardware and mill supplies, where sales are above 
normal. In a few of the heavy manufacturing towns 
and in some of the country districts sales in this line 
are still good. 


Cut NaiLts.—Jobbers have no iron cut nails in stock, 
and have been out of this line for some weeks. How- 
ever, they have a few steel cut nails of the more com- 
mon sizes, which are sold subject to stocks on hand. 

We quote from jobbers’ stocks, f.o.b. Chicago: Steel cut 
nails, in small quantities only, $4.75 per keg base. 

ALARM CLocKs.—Reports from practically all parts 
of this territory indicate that alarm clocks are still 
selling very heavily. Much of the demand is coming 
from the manufacturing towns, but there is also a 
heavy call from the farming districts. Many sales 
are also reported from the towns adjacent to military 
camps. The makers have been behind with their orders 
for several months and apparently are not gaining on 
the demand to any appreciable extent. Stocks of the 
local jobbers are below normal. It is said that several 
large orders have been received from France as a 
result of the large bodies of American troops in that 
country. The ruling prices are very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
The American alarm clock in less than dozen lots, $11.04 per 
doz.; in dozen lots, $9.67 per doz.; in case lots of 4 dozen, 
$9.43 per doz.; Lookout alarm clocks, less than dozen lots, 
$12.61 per doz.; dozen lots, $12.24 per doz.; case lots of 2 
doz., $11.88 per doz.; Tattoo alarm clocks, dozen lots, $18.24 
per doz.; case lots of 50, $17.52 per doz.; The Slumber 
Stopper alarm clock, dozen lots, radium dials, $23.04 per doz. ; 
Big Ben alarm clocks, $2 each; Baby Ben alarm clocks, $2 
each. 

HAND TOILET CLIPPERS.—Toilet clippers have been in 
demand for several months past, mainly for the soldiers 
and sailors and the laboring classes in the manufac- 
turing centers. Now the demand seems to be growing 
in the agricultural centers, and jobbers report fairly 
heavy orders from the country trade. There is a pro- 
nounced shortage in several lines, and the makers are 
said to be far behind with their orders. Retail stocks 
are comparatively light in this section. The prices of 
last week are still in effect. 


We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Yankee clipper, $1.05 each; Khedive, $1.10 each; No. 141, 
$1.58 each. 


Door Mats.—The demand for door mats is only fair 
at this time, as the weather has been for the most part 
of the open kind. Sales in this line were very heavy 
during the fall and winter, and stocks of both retailers 


‘ 
count. 
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and jobbers are comparatively light. Factory ship- 
ments are slow. 


We quote from jobbers’ stocks, f.o.b. Chicago: Galvanized 
steel wire mat, 16 x 24, $6.50 per doz.; 18 x 30, $8 per doz,; 
2 x 36, $11 per doz. Flexible galvanized cold rolled steel 
mats, 16 x 24, $10.35 per doz.; 18 x 30, $14.30 per doz.; 22 
x 36, $21 per doz.; 26 x 48, $34.65 per doz. 

EAVES TROUGH AND GUTTER Pipe.—Local sales of 
eaves trough and gutter pipe are somewhat below those 
of a similar period of last year on account of the build- 
ing conditions. Most of the sales are for repair work, 
although there is some demand for factory extension 
work. Jobbers report shipments from the mills to be 
greatly retarded by lack of cars. This is keeping 
stocks at a low ebb. A price advance is expected in 
the near future. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
29-gage, lap joint eaves trough, 5-in., $5.70 per 100 ft.; 29- 
gage conductor pipe, 3-in., $6 per 100 ft. 

ELECTRIC FANS.—Jobbers express the belief that 
there will be a serious shortage in electric fans of 
the smaller sizes this season, and are advising retailers 
to place their orders as soon as possible. 


FLy TRAPS AND SWATTERS.—The Government, state 
and city campaigns against the house fly are said to 
be creating an exceptionally heavy demand for fly traps 
and fly swatters. Jobbers report shipments with prac- 
tically every order going out at this time, although re- 
tail sales are only beginning. ; 


Foop CHoppers.—It is evident that the retail dealers 
of the Middle West expect heavy sales of food choppers 
this season, as _ report a good volume of orders 
for both immediate and future shipment. No short- 
ages have developed in this line as yet, but the lack 
of shipping facilities is retarding shipments, and keep- 
ing jobbing stocks below normal. Prices are very firm 
and jobbers anticipate advances later in the season. 

We quote from jobbers’ stocks, f.o.b. Chicago: Universal 
food chopper, No. 0, $12.60 per doz.; No. 1, $15.50 per doz. ; 
No. 2, $18.90 per doz.; Enterprise No. 501, $14.70 per doz.; 
No 602, $18.90 per doz.; No. 703, $25.20 per doz. 


F1LEs.—The demand for files has shown a heavy in- 
crease in the last few weeks, much of the new demand 
coming from the farming sections. Open weather has 
stimulated building to some extent and repair work 
is well under way, which accounts in part for the in- 
crease in file sales. Local jobbers and retailers are 
short of some sizes and report difficulty in keeping up 
stocks. Prices remain at the old level. 

We quote from jobbers’ stocks, f.o.b. Chicago, the follow- 
ing discounts from list: Nicholson files, 50-10-2%4; New 
American, 60-71%; Disston, 50-10-5; Black Diamond, 50-10. 


GARDEN Toots.—Retail sales of garden tools are 
heavier than for the same period of last year, particu- 
larly in the city proper and the suburbs. In some cases 
retail stores are already sold out on rakes, shovels and 
hoes, and are placing repeat orders. Much of the de- 
mand is attributed to the interest taken by the schools 
in the garden movement. The makers of garden tools 
are confronting a serious situation in matter of obtain- 
ing handles for the tools. In some cases it is said that 
the factories are unable to run to capacity on this ac- 
Jobbers are already finding shortages in their 
stocks and predict higher prices before the season is 
over. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 

Scades.—In half cozen lots, D handle, No. 2, size of blade 
7% x 12, $11.25 per doz.; in half dozen lots, long handle, 
$10.75 per doz.; Greenleaf’s D-handle spades, No. 2, $12 per 
doz.; Greenleaf’s long spade, No. 2, $12 per doz.; Spading 
froks, D handle, 4-tine, No. 043, $9.25 per doz. : 

Surface Edge Cutters.—9 x 5, $7 per doz.; edge trimmers, 
$8.40 per doz. : 

Garden Trowels.—One piece steel, 90c. per doz.; polished 

shank, 6 in.; 95c. per doz.; 7 in., $1.05 
pe $1.15 per doz.; solid socket tempered steel, 
6 in., $6.20 per doz. 

Rakes.—Solid steel rakes’ with polished edges and gray 
teeth, 12 in., $8 per doz.; 14 in., $8.60 per doz.; 16 in., $9.25 
per doz. Malleable iron rake with curved teeth, 10 in., $2.85; 
12 in., $3.10 per doz.; 14 in., $3.40 per doz.; 16 in., $3.60 per 
doz. Malleable wrench with straight steel teeth, 12% in., 
$4.75 per doz.; 14% in., $5.15 per doz.; 16% in., $5.50 per 
doz. Wire tooth long rakes, 24-tooth, $5.25 per doz. ; 28-tooth, 
$7 per doz. Ole Olson lawn rakes bent head or straight head, 
26-tooth, $5.60 per doz.; wooden hay rakes, 20-tooth, $4 per 
doz.; 10-tooth, $3 per doz. Gem Dandelion rake for every- 
thing but leaves, 16 in., $17.50 per doz.; 24 in., $22 per doz. 

Garden Hoes.—High-grade razor steel welded to a_soft 
steel back and will always keep sharp, all sizes at $8.25 per 
doz. Solid socket, cast steel with polished blade, 6 to 8 in. 
No. 12, $6.85 per doz.; No. 13, $5.75 per doz. Blued_finish 
hoes, 7% in. blade, 4% ft. handle, riveted shank, $5.75 per 
doz. Blued finish hoes, 71% in. blade, 4% ft. handle, socket 
shank, $6.75 per doz. 


GARDEN HoseE.—The demand for garden hose appears 
to be heavier than that of last year, while the supply 
is much more limited on account of the shortage 0 
cotton duck used in the manufacture. This shortage 
is said to be seriously curtailing production of garden 
hose and some fear is expressed that the demand will 





April 25, 1918 


exceed the supply this summer. 
vances. 

We quote from jobbers’ stocks, f.o.b, Chicago, %-in. 3-ply 
Competition hose, 8%c. per ft.; %-in. 4-ply hose at 12%c. 
per ft.; %4-in. 4-ply hose at 10c. per ft.; also a good %-in. 
5-ply hose at 10%c. per ft.; %-in. at 9\%4c. per ft. A better 
grade of % in. 4 ply at 1l5dc. per ft.; % in. at 13%c. The 
white cotton covered % in. at llc. per ft. 


Jobbers expect ad- 


Guass.—Retailers in this section report very light 
sales of window glass, the demand being only about one- 
fourth that of normal years. The same condition is said 
to exist at the glass factories, where the glass is accu- 
mulating in the warehouses, while the makers endeavor 
to get permits for shipments and cars for loading. It 
is doubtful if sales in this vicinity show any marked 
improvement for some time to come. Jobbing prices 
are same as for last week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, first three brackets up to 50-in., 80 per cent off; 
above the first three brackets, 79 per cent off; single strength 
B, first three brackets, 82 per cent off; all sizes of double 
strength A, 80 per cent off. | 

Guns.—There is a fairly regular demand for shot 
guns, according to the local jobbers, while there is an 
exceptionally heavy call for pistols and revolvers. At 
the present time jobbers are being forced to turn down 
some orders for revolvers because of inability to get 
stock. Prices in this line recently took a substantial 
advance and may go higher. Gun manufacturers are 
devoting much of their output to the Government, and 
domestic demands age necessarily slighted. Prices are 
firm and advancing. 

We ante from jobbers’ stocks, f.o.b. Chicago: Single 
barrel shot guns, 12-gage, 30 or 32-in. barrel, with plain ex- 
tractor, $7 each; with automatic ejector, $7.35 each; 12-gage, 
double barrel shot guns, with hammer, $12.75 each; hammer- 
less, $15.50 each. 

GALVANIZED TuBs.—Galvanized tubs are in good de- 
mand this spring, while the supply seems to be more 
limited than usual. Embargoes and car shortages are 
hampering shipments to the jobbing trade, and stocks 
are held below normal. Prices are at the same level 
as those of last week, but are exceptionally firm as 
quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galvanized tubs, No. 0. $6.95 per doz.; No. 1. $8.55 per doz. ; 
No. 2, $9.60 per doz.; No. 3, $11.20 per doz. Heavy galvanized 
tubs, No 1, $13.55 per doz.; No. 2, $15.25 per doz.; No. 3, 
$16.95 per doz. 

GALVANIZED PaILs.—The demand for galvanized pails 
is very heavy throughout this section, and there is said 
to be a large Government demand. Shipments are great- 
ly retarded on account of freight embargoes and lack 
of cars, and this is reflected in comparatively light 
stocks in jobbing houses. Prices are firm as last quoted. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common 
galvanized pails, 8-qt., $2.65 per doz.; 10-qt., $3 per doz. ; 
12-qt., $3.30 per doz.; 14-qt., $3.70 per doz.; galvanized stock 
pails, 14-qt., $5.35 per doz.; 16-qt., $5.85 per doz.; 18-qt., $7 
per doz.; 20-qt., $7.95 per doz. 

Gem PaNns.—There is an exceptionally heavy call for 
gem pans of tin, cast iron and aluminum, said to be 
due to the increased use of flour substitutes. Shortages 
are already developing in jobbing stocks, particularly 
in the tin and cast iron types. 


HANDLES.—Hard wood handles of all kinds are grow- 
ing more and more scarce every day. In fact the short- 
age of handles for agricultural implements and garden 
tools is so acute as to be hampering production. The 
situation is not apt to improve for some time to come, 
as the Government demand for both hickory and ash 
timber is very great, while the heavy expense of pro- 
duction has forced many of the smaller handle con- 
cerns to quit business. Advances in various types of 
handles are being announced almost daily. 

Horse CoLuars.—There is a very fair demand for 
horse collars of the heavier sizes, from the farms and 
also from the cities. High costs of leather and other 
materials are forcing prices upward. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 48, half 
Sweeney collars, all russet leather, 23-in., $70.50 per doz. ; 
24-in., $78.30 per doz.; No. 30, imitation black scotch leather, 
reinforced throat, 23-in., $52.90 per doz. ; cheaper collars from 
$10 per doz. up. 

Kippie Kars —There is no sign of any let-up in the 
demand for Kiddie Kars, toy express wagons, coasters, 
and other forms of propelling toys. Retailers from all 
parts of the Chicago trade territory report sales far 
in excess of those of last spring at this time. Mild open 
weather has had much to do with the early demand. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 Kiddie 
Kars, $8.40 per doz.; No. 2, $12.60 per doz.; No. 3, $16.80 
ber doz.; No. 4, $21 per doz.; No. 5, $25.20 per doz. 

LANTERNS.—Retail sales of lanterns are growing 
somewhat lighter as the summer season approaches, but 
jobbers report a good volume of orders for future de- 
livery. Both retail and jobbing stocks are still below 
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normal, on account of the heavy demand during the 
winter and early spring. 

_ We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 242, tubular, $7.50 per doz.; the large size cold blast, No. 
ry $11.50 per doz.; No. 299, tubular dash lantern, $10.25 per 

Oz. 


Lace LEATHER.—Sales of lace leather in retail stores 
of this section are increasing every year, due to the in- 
creased use of gasoline engines on the farms. Prices 
are naturally higher than those of last year, as the 
supply is more limited. 

We quote from jobbers’ stocks, f.o.b. Chicago: Rawhide 
lace leather, %-in., $1.65 per 100 ft. 

Nuts AND Bo.ts.—The mills report a somewhat 
heavier new demand for nuts and bolts, coming mainly 
from the agricultural implement makers and the hard- 
ware trade. Retail sales are growing daily, although 
the greatest demand will not be felt until later in the 
season. Present prices were recently reaffirmed to hold 
until the last of June. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Machine bolts, up to % x 4 in., 40-10 per cent discount; 
larger sizes, 30 per cent discount; carriage bolts up to % x 6 
in., 40 per cent discount; larger sizes, 25 per cent discount; 
hot pressed nuts, square or hexagon, $2 off per 100 Ib.; lag 
screws, 50 per cent discount; washers, $3 off per 100 Ib. 

O1Ls.— Wholesale prices on single barrel lots of oils, 
in iron barrels, f.o.b. Chicago, are as follows: 

Perfection kerosene, 10%4c. per gal.; standard white, 10%c. 
per gal.; gasoline, 2lc. per gal.; naphtha, 20%c. per gal.; 
machine gasoline, 37c. per gal. 

PouLtry NETTING.—Poultry netting is selling freely 
this season, most of the dealers reporting sales in ex- 
cess of those for last year. The increased demand is 
attributed to the high prices paid for poultry and eggs, 
which is causing the farmer to pay more attention to 
poultry raising. Government propaganda, urging in- 
creased production of poultry, is also said to have 
created new demands for netting. 

We quote from jobbers’ stocks, f.o.b. Chicago, poultry net- 
ting as follows: Galvanized before weaving, 50 per cent dis- 
a galvanized after weaving, 45 per cent discount from 

st. 

PUTTY AND GLAZIERS’ PoINTs.—There is an extreme- 
ly light demand for putty and-glaziers’ points this 
spring as compared with normal years. This is natural 
on account of building conditions. Practically all the 
sales are for repair work. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Putty in 100-lb. kits, $3.35; glaziers’ points, No. 1 large, No. 2 
medium and No. 3 small, 1 doz. in a package, 60c. per doz. 
packages. 

Rope.—Rope prices continue firm, while the demand 
is rapidly increasing so far as the retail trade is con- 
cerned. Just now the rope manufacturers are handi- 
capped by being unable to get adequate shipments of 
manila fiber, although there is plenty of sisal available. 
The demand from Government sources is said to be 
taking the greater part of the manila rope output at 
the present time. Jobbers in this vicinity are not ac- 
cepting orders for future delivery at current prices. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 manila rope, 33%c. per Ib. bage; No. 2 manila rope, 
32%c. per lb. base; No. 3 manila rope, 28%c. per lb. base; 
sisal rope, No. 1, 23%c. per lb.; No. 2, 20%c. per Ib. 

ROLLER SKATES.—Jobbers say that the local demand 
for roller skates has never been so heavy as it is this 
spring. Retailers who purchased what they believed 
would be adequate stocks for the entire season, are 
already sending in repeat orders. Jobbers Have been 
hard pressed to keep stocks in shape to meet the de- 
mand, and several times this spring have been entirely 
out of the better selling sizes. 

We quote from jobbers’ stocks, f.o.b. Chicago: Union Hard- 
ware Co.’s ball-bearing boys’ No, 5S, $1.50 per pair; Union 
Hardware Co.’s ball-bearing girls’ No. 6S, $1.60 per pair; 
Union Hardware Co.’s common roller skates with strap, 
No. 2, 45c. per pair; Union Hardware Co.’s common skates 
with clamp, No. 3, 50c. per pair. Barney & Berry's boys’ 
ball-bearing extension skates, No. 1966, $1.50 per pair; 
Barney & Berry’s ball-bearing girls’ extension skates, No. 
1968, $1.60 per pair; Barney & Berry’s ball-bearing extension 
child’s skates, No. 1948. $1.70 per pair; Barney & Berry’s 
common boys’ skates, No. 1951, 50c. per pair; Barney & 
Berry’s common girls’ skates, No. 1953, 55c. per pair. 

Razors (old style).—Old style or open-blade razors 
are still in demand, while the production is very much 
below that of a few years ago. Some manufacturers 
are now reported to be having the old German models 
made up in Sweden, but the number imported is small 
in comparison with that of normal times. American 
cutlery makers are unable to increase their output of 
this line on account of the shortage of experienced 
grinders. 

We quote from jobbers’ stocks, f.o.b. Chicago: Full hol- 
low ground, square point, flat rubber handle, $17.25 per doz. ; 
three-quarters hollow ground, oval rubber handle, $14.75 per 
doz. 

Razors (safety).—The demand for safety razors is 
so marked at this time that some of the prominent 


Fa at 


= 
ee att ee 


ppc et ieee: ~ 


Re ee, ong ~ 


ae ee 
ee ee 


——— 


camel tine pA Ae een Ae REO aI OE 


et ae ts oe 
“pe i hem Soe” 


ir 


—— 
nt 





ee ee ee ne 


ee ae a ee ee ee a ee erie 





70 


makers are reported to be keeping their traveling sales- 
men off the road temporarily, as they have no razors 
to sell. Much of the demand is naturally coming from 
military sources, but there is also a heavy call from 
the laboring classes and the farm trade. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
Gillette, $45 per doz.; Auto Strop, $45 per doz.; Gem, in 
one dozen lots, $8.40 per doz.; 3 dozen lots, $8 per doz.; 12 
dozen lots, $7.50 per doz. Ever Ready, in one dozen lots, 
$8.40 per doz.; 3 dozen lots, $8 per doz.; 12 dozen lots, $7.50 
per doz. 

RAZOR BLADES (safety).—There has never been so 
pronounced a demand for safety-razor blades as at the 
present time. Retailers from all parts of the country 
report sales far in excess of those of last year. 

Blades.—Gem, in 1 dozen sets, 7 blades to a set, $3 per 
doz. sets. Ever Ready, one card containing 1 gross blades, 
one-half dozen to a package, 24 packages to the card, for 
$5.28. Gillette and Auto Strop, 75c. per package of 12; 38c. 
for package of 6. 

SAND PAPER.—The demand for sand paper has picked 
up appreciably in the past few weeks, due to the in- 
crease in building and repair work since the advent 
of open weather. Sales to manufacturers are reported 
to be as heavy as ever, the bulk of the output going to 
this class. Last week’s prices are still in effect. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 
No. 1 sand paper, best grade, $6 per ream; cheaper grade, 
$5.40 per ream, 

ScREws.—Screws are selling more freely from the 
retail hardware stores, since the farmers and carpen- 
ters have started on their spring work in earnest. The 
Government is reported to be one of the heaviest pur- 
chasers in this line, large quantities of screws being 
used in ship building and aeroplane construction. No 
price changes have appeared for several weeks. 

We quote from jobbers’ stocks, f.o.b. Chicago: Flat head 
bright screws, 75-10-10; round head blued, 70-10-10; flat 
head brass, 421%4-10-5; round head brass, 40-10-5. 

SOLDER.—Retailers report a slightly increased de- 
mand for solder, due to the out-of-door repair work 
going on at this time. The shortage of tin and lead 
is keeping prices at a high level. 

We quote from jobbers’ stocks, f.0.b. Chicago: Warranted 
half-and-half solder, 5%c. per lb.; No. 1 plumbers’ solder 
50%c. per lb 

SAWS (cross-cut and wood).—The heavy demand for 
saws, both cross-cut and wood, last fall and winter, 
is reflected in the volume of orders now coming to the 
jobbers for future shipment. It is confidently expected 
that sales during the coming season will be fully up 
to those of last year, as the Government will be in the 
market for large amounts of timber, while there will 
be a still further increased use of wood as fuel. Job- 
bing prices remain same as at last report. 


We quote from jobbers’ stocks, f.o.b. Chicago: Cross cut, 
2-man, hollow back, with champion tooth, E-8 Disston, No. 
5, $1.40 each; No. 5%, $1.55; No. 6, $1.68; No. 644, $1.82; 
2-man crown pattern, common tooth, Disston, No. 4, $2.10 
each; No. 4%, $2.35; No. 5, $2.55; No. 5%, $2.80; No. 6, 
$3. Disston’s 1-man, No. 23 pattern, No. 21%, $1.57 each; 
No. 3, $1.90; No. 3%, $2.20; No. 4, $2.50; No. 4%, $2.80; 
No. 5, $3.15. 


Buck Saws.—Best grade, $13.20 per doz.; Medium, $10.20 
per doz.; cheap, $7.90 per doz. 

STEEL SHEETS.—The scarcity of steel is cutting down 
the production of sheets, while the demand is fully as 
great as at any time in the past. The sheet mills are 
reported to be sold up for three months in advance. 
Local sales are comparatively light, the demand coming 
mainly from manufacturing sources. Jobbing stocks 
are light. 

We quote from jobbers’ stocks, f.o.b. 
galvanized sheets, $7.70 per 100 Ib.; 
$6 per 100 lb. 

SASH WEIGHTS.—There is a very light local demand 
for sash weights, although it is somewhat better than 
it was a few weeks ago. The foundries are only cast- 
ing small amounts of weights, as both retailers and 
jobbers are keeping stocks at a low ebb. 

We quote from jobbers’ stocks, f.o.b. Chicago, sash weights, 
in ton lots, $39 per ton; in smaller lots, $40 per ton. 

SAsH Corp.—There has been a noticeable improve- 
ment in the demand for sash cord in the past two weeks, 
but retail sales are still naturally below those of years 
when building operations were normal. The recent 
price advances have been taken by all the jobbers and 
are being firmly maintained. 

We quote from jobbers’ stocks, f.o.b. Chicago: Best grade, 
Silver Lake sash cord, No. 7, $18.15 per doz.; best grade 
Samson sash cord, No. 7, $18.40 per doz.; Revenoc, No. 7, 
$11.50 per doz. 

SEINE TWINE.—Jobbers report an increased demand 
for seine twine, as the fishing season opens up along 
the Mississippi River and in the lakes. Most of the 
sales are naturally for the mending of fish nets, and 
for line fishing in the rivers, but jobbers report many 
sales to merchants for use as heavy wrapping twine. 
Prices are 5c. per pound higher than last quoted. 


Chicago: 28-gage 
28-gage black sheets, 


Hardware Age 


We quote from jobbers’ stocks, f.o.b. Chicago: Seine twine, 


sizes 15 to 42, 65c. per lb 


Stove Boarps.—Stove board manufacturers will be 
unable to furnish many of the sizes of stove boards 
usually carried in hardware stocks, and local jobbers 
have been forced to cancel as many as eight sizes car- 
ried last year. Dealers are advised to order their fall 
requirements of stove boards as soon as possible in 
order to insure delivery. 


Tacks.—Tack sales are better than for some time 
past, due to the spring moving season, which is now 
under way. Sales in this line have been below normal 
for nearly a year, and are still below that point. This 
is attributed mainly to the slump in building. 

We quote from jobbers’ stocks, f.o.b, Chicago: Upholster- 
ers’ tacks, 6 oz., 25-lb. boxes, 17c. per lb.; bill posters’ tacks, 
6 oz., 25-lb. boxes, 16%4c. per lb. 

Tin PLAtTeE.—There are rumors in circulation to the 
effect that the Government contemplates the taking 
over of the tin plate industry, but nothing definite has 
yet appeared in support of the rumors. The mills are 
said to be running nearly to capacity, despite the steel 
shortages, but lack of cars is greatly handicapping the 
makers in shipping. Retail sales in this section are 
comparatively light, and jobbing stocks are low. 

We quote from jobbers’ stocks, f.o.b. Chicago, as follows: 


IC coke tin, 20 x 28, 180-lb. boxes, $19.90; 200-lb. boxes, $20; 
214-lb. boxes, $20.25; IC Mohawk tin, 20 x 28, 214-lb. boxes, 


$22.90; IC Calvin tin, 20 x 28, 214-lb. boxes, $26.75; IX tin, 
20 x 28, 
$30.75. 


270-lb. boxes, coke, $22.80; @ohawk, $26; Calvin, 


TIRE CHAINS.—Reports from jobbing sources indicate 
that retailers are placing orders freely for tire chains, 
to be delivered in the fall. Sales in this line were par- 
ticularly heavy last winter, and many retail stores were 
unable to meet the demand. The prices of last week 
are still in effect in local jobbing houses. 

We quote from jobbers’ stocks, f.o.b. Chicago: Weed tire 
chains, 30 x 3%, $3.75 per pair; 32 x 3%, $4.10 per pair; 
35 x 4, $5.60 per pair; Rid-O-Skid, 30 x 3%, $2.30 per pair; 
32 x 3%, $2.40 per pair; 35 x 4, $2.85 per pair; Weed cross 
chains, No. 3, $4 per 100; No. 3%, $5.30 per 100; No. 4, $6 
per 100; No. 4%, $6.65 per 100; No. 5, $8 per 100; No. 5%, 
$10 per 100. 

TENTS.—Tent sales are increasing rapidly as warm 
weather approaches, and purchasers are finding prices 
much higher than those of a year or two ago. The 
shortage of duck and increased costs of labor are 
responsible for the increases. The demand is very 
heavy from Government sources, and jobbers predict 
shortages in tents this season. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
grade, wall tents, single 7 x 9, 10 oz., $15.50 each; 8 x 10, 
$16.75; 9% x 12, $27.60. Discount 30-10 per cent. 

Wacon Covers.—Wagon covers are already in good 
demand, according to reports from retail dealers, and 
sales are —— to be heavy throughout the season. 
The same obstacles in the matter of production that 
apply to tents are also noticeable in regard to wagon 
covers. Shortages are expected to appear, and higher 
prices are to be expected. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
‘wagon covers, 10 oz., 10 x 18, $7.47 each; 10 x 14, $8.02; 
11 x 14, $9.03; 11 x 15, $9.65. 

WirE Naits.—The nail situation reflects little if any 
change. Local jobbers appear absolutely unable to get 
adequate shipments to meet the demands of the retail 
dealers, even though retail sales are lighter than at 
any similar period in the past ten years. The nail 
makers attribute the situation entirely to the lack of 
shipping facilities, and claim to have plenty of nails 
at the mills to meet any ordinary demand. Be that 
as it may, jobbers and retailers in this section have 
very low stocks of nails and the situation does not ap- 
pear to be improving. Jobbers are limiting orders very 
strictly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Common wire 
nails, $4.25 per keg, base; cement-coated nails, $4.25 per 
keg, base. 

WRAPPING PAPER.—Wrapping paper sales are fully 
up to normal, while shipments from the mills are greatly 
retarded through lack of cars. Stocks of jobbing 
houses are somewhat lighter than is usual at this time 
of the year. 

We quote from jobbers’ stocks, f.o.b. Chicago: Krafts wrap- 
ping paper, 9\%4c. per lb.; express wrapping paper, 1 !2¢. 
per Ib 

WirE STRETCHERS.—There is an exceptionally good 
demand for wire stretchers this spring, as the farmers 
seem to be doing a great deal of fence repair work that 
was neglected last season. Stretchers are also selling 
well in parts of the South, where stockraising is gaining 
in popularity. 

We quote from jobbers’ stocks, f.o.b. Chicago: O. 5 
woods No. 1 stretcher, $9.75 per doz.; No. 2, $9 per 
combination hoist and stretcher, No. 80, $18 per doz 
block stretchers, roller bearing, %-in. rope, $13.50 per 
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¥%-in. rope, $25.50 per doz.; plain bearing, %-in. rope, $12.75 
per doz. 

PAINTS, OILS AND CoLors: House Paints.—There is 
an exceptionally good demand for house paints in this 
section, considering the decline in building operations, 
and just at the present time sales of interior paints and 
varnishes are heavy. Paint prices recently advanced 
and jobbers expect even higher prices. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 house 
paint, $3 per gal.; second grade, $2.50 per gal.; third grade, 
$1.80 per gal. 

LINSEED O1L.—There is a shortage of flaxseed from 
which linseed oil is pressed, and very little seed is im- 
ported at this time because of lack of cargo space. 
Prices are higher than most retail dealers have ever 
known, but have remained at the same level now for 
several weeks. 

We quote to retailers, f.o.b. Chicago, strictly pure, old 
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process linseed oil in single barrel lots, raw, $1.64 per gal.; 
boiled, $1.65 per gal. The usual reductions apply to larger 
quantities. 

Turpentine.—Strictly pure turpentine, in barrels, 48c. per gal. 

Denatured Alcohol, 180%.—In barrels, 75c. per gal.; half 
barrels, 80c. per gal.; 5 and 10-gallon cans, 95c. per gal.; 
prices including containers. 

White Lead.—100 lb. kegs, 12c. per lb.; 50 Ib. kegs, 12'4c. 
ed Ib. ; 25 lb. kegs, 124c. per lb. On 500 Ib. lots, ec. per Ib. 
ess. 

New York Plaster of Paris.—In barrels, $2.75 to $3.50 per bbl. 

Gilders’ Whiting.—In barrels (barrels 50c. each), $2 to $3 
per 100 lb. 

— White Shellac.—(4-lb. goods) in gallon cans, $3.75 per 
gal. 

Pure Orange Shellac.—(4-lb. goods), in gallon cans, $3.50 
per gal. 

Dry Paper Hangers’ Paste.—In barrels, 12c. per Ib.; 100-Ib. 
kegs, 13c. per Ib. 

English Venetian Red.—In barrels, $2 to $3 per 100 Ibs. 

Princes Mineral.—In barrels, $2 to $3 per 100 Ibs. 

All buyers, sellers and users of all grades of dry chrome 
green and dry chrome yellow must procure a Government 
license. All above prices f.o.b. Chicago. 


PITTSBURGH 


Office of HARDWARE AGE, 

Pittsburgh, April 22, 1918. 
A‘ showing how the plate mills all over the country 

are helping the United States Government in its 

program of shipbuilding and other heavy work in which 
plates are used, we can state that in one week in April 
all the plate mills turned out 110,000 tons, much the 
largest rate of output ever reached. Should it be pos- 
sible to maintain this rate of output right along the 
mills would be able to catch up on shipyard deliveries 
early in May. Last week the plate mills were running 
100 per cent on work for the Government and for our 
Allies, except such small part of their ouput as is not 
adapted to meet shipyard requirements. At present the 
United States is shipping to Great Britain nearly 500,- 
000 tons of ship plates per week. These plates are be- 
ing sent to Great Britain in exchange for munitions 
and other steel given to the American forces in France 
for quick work needed there. 

The next great move of the United States Government 
will be in the direction of making plans for the greatest 
gun plant ever built in the world, the Government and 
the United States Steel Corporation to co-operate in the 
building of this great plant, the Steel Corporation to 
build the steel works to make the steel for the plant. 
It is very likely this great plant will be located in the 
Pittsburgh district, on account of the wonderful facili- 
ties of this city for supplying labor and materials. In 
connection with this great gun plant there will also 
be a large projectile works and probably the largest 
machine shop plant ever built. The expected order 
of the Government for 50,000 box cars and 50,000 steel 
hoppers and gondolas has not yet been placed, but is 
expected to come out at any time. It is very probable 
that a large part of this order will come to the Pressed 
Steel Car Co., which has two large steel car works in 
the Pittsburgh district, capable of building complete 
about 150 steel cars per day, and also to the Standard 
Steel Car Co., which has very large steel car works at 
Butler, Pa., about 50 miles from Pittsburgh, and which 
can turn out about 100 finished cars per day. The Gov- 
ernment is still placing almost every day very heavy 
orders for steel equipment of various kinds, and placed 
last week with the Crucible Steel Co. of America a con- 
0 for about 10,000 tons of high grade projectile 
steel. 

Last week prices were fixed on cotton ties for the 
1918 season, the new price on 3000 bundles and over 
being $1.90 per bundle of 45 lb., a reduction of $4 per 
ton below the 1917 basis. The Government also placed 
an order last week for 40,000 kegs of wire nails for the 
navy and also for 60,000 tons of barbed wire for ship- 
ment to Italy. On account of the fact that the Govern- 
ment is taking 85 to 90 per cent of the output of open 
hearth steel of all the mills, the War Industries Board 
is urging the Railroad Administration to take Besse- 
mer steel rails as far as possible, so that more open 
hearth steel will be available for Government uses. 

_ Local conditions in the hardware trade are fairly sat- 
isfactory, both the wholesale and retail houses reporting 
a slow but gradual increase in the volume of business. 
The demand is very heavy for mill supplies of all kinds 
and for machine shop equipment, while for seasonable 
goods, such as garden tools, poultry netting, barbed 
wire, seed, razors, mostly safety, and other goods, the 
demand is quite heavy. Some local houses also report 
quite a heavy demand for automobile accessories, but 
reports are current that very shortly the Government 
will issue orders cutting down materially the amount of 
gasoline consumed by owners of private cars, in order 
to conserve as much as possible the output of gasoline 


for Government purposes. Several times a week long 
trains of army trucks pass through Pittsburgh on their 
way to seaboard to be loaded on transports for France. 
On one day last week nearly 100 Packard trucks passed 
through Pittsburgh on their way from Detroit, and the 
men in charge of these reported that hundreds of 
other Packard trucks are being built in the Detroit 
shops for Government use. The new demand for wire 
goods is reported only fair, and this is accounted for 
by the fact that most of the mills making wire and 
wire nails are not operating to more than 50 to 60 per 
cent on account of dull demand. 


BoLTs AND Nuts.—An important meeting of the Nut, 
Bolt and Rivet Institute was held in New York City last 
week, and a committee was appointed to devise plans 
and means for the Government service to be rendered 
by the nut and bolt trade. It is claimed the Govern- 
ment is about to place an order for about 20,000,000 
bolts, said to be much the largest order ever given out, 
and is to be divided among the different makers. The 
demand for nuts and bolts from domestic consumers is 
quiet, probably 90 per cent of the output for some 
months going to the Government on direct and indirect 
orders. The Government discounts, reaffirmed until 
June 30, are as follows: 

Large rivets, $4.65 base; 7/16 x 6 in. smaller and shorter 
rivets, 45-10 off list. Machine bolts, h.p. nuts, % x 4 in.: 
Smaller and shorter, rolled threads, 50-10 off list; cut threads, 
50-5 off list; larger and longer sizes, 40-10 off list. Machine 
bolts, c.p.c. and t. nuts, % x 4 in.: Smaller and shorter, 
40-10 off list; larger and longer, 35-5 off list. Carriage bolts, 
34 x 6 in.: Smaller and shorter, rolled threads, 50-5 off list; 
cut thread, 40-10-5 off list; larger and longer sizes. 40 off 
list; lag bolts, 50-10 off list; plow bolts, Nos. 1, 2, 3, 50 off 
list; hot pressed nuts, square blank, 2.50c. per Ib. off list; 
hot pressed nuts, hexagon blank, 2.30c. per lb. off list; hot 
pressed nuts, square tapped, 2.30c. per Ib. off list; hot 
pressed nuts, hexagon tapped, 2.10c. per Ib. off list; c¢.p.c. 
and t. square and hexagon nuts, blank, 2.25c. per Ib. off list; 
c.p.c. and t. square and hexagon nuts? tapped, 2.00c. per Ib. 
off list. Semi-finished hexagon nuts, % in. and larger, 
60-10-10 off list: 9/16 in. and smaller, 70-5 off list; stove 
bolts, 70-10 off list; stove bolts, 2% per cent extra for bulk; 
tire bolts, 50-10-5 per cent off list. The above discounts are 
from present lists now in effect. All prices carry standard 
extras. 

BicycLE SUNDRIES.—Local dealers report the new de- 
mand for bicycle sundries as very much larger than last 
year, this being due to the fact that sales of bicycles are 
heavier. Many business houses will buy two or three 
bicycles to be used around town for messenger service 
and also for delivery of light packages to not very dis- 
tant points, where it is not economy to send heavy 
trucks. Prices on sundries are also considerably higher 
than they were last year. , 

Cut NAILs.—Mills report the new demand only fair- 
ly heavy. but this is not at all discouraging, as most 
of the mills that make cut nails also make steel products 
essential to the war, and they prefer to put their steel 
into these products as far as possible, only making 
enough cut nails to meet the demands of their trade, 
and are not seeking new customers. The new demand 
for cut nails from the South is fairly good, and in this 
district cut nails are still used to some extent in pref- 
erence to wire nails. The prices quoted below on cut 
nails, it should be understood, are for carloads and 
larger lots, jobbers charging the usual advances for 
small lots from store. 

We quote cut nails in carloads and larger lots at $4 base 
per keg, f.o.b. Pittsburgh, jobbers and retailers charging 
$4.50 and $4.75 per keg in small lots from store 

IRON AND STEEL BARS.—The new demand for both 
iron and steel bars is quite heavy, and large consumers, 
such as the implement manufacturers and wagon 
huilders, are specifying very heavy against their con- 
tracts. Jobbers report quite a heavy movement of their 
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stocks, and say deliveries from the mills, while slightly 
better, are still very far from being satisfactory. The 
prices quoted below are for large lots of iron and steel 
bars, jobbers charging the usual advances for small 
lots from store. 

We quote steel bars rolled from old steel rails at 3c.; from 
steel billets, 2.90c., and refined iron bars, 3.50c., f.0.b. Pitts- 
burgh. 

SHEETS.—Reports are that the independent sheet 
mills are running to about 75 per cent of capacity, but 
the American Sheet & Tin Plate Co., which probably 
makes 50 per cent or more of all the black and gal- 
vanized sheets turned out in this country is not run- 
ning to over 60 per cent, conserving as much as possible 
of its steel output for the manufacture of tin plate, 
which is so badly needed by the manufacturers of con- 
tainers for food products. The Government is placing 
heavy orders for sheets right along, and it is said that 
fully 75 per cent of the present output of sheets is 
being shipped on Government direct or indirect orders. 
Domestic consumers are well covered over second quar- 
ter,and the American Sheet & Tin Plate Co. is expecting 
to open its books for the sale of sheets for third quarter 
some time early in May. The prices quoted below on 
the different grades of sheets are in carload lots at mill, 
jobbers and retailers charging the usual advances for 
small lots. 

Maximum prices on sheets in carloads and larger lots are 
as follows: Nos. 9 and 10 blue annealed sheets at 4.25c., 
No. 28 Bessemer black, 5c., and No. 28 galvanized, 6.25c., 
rolled from either Bessemer or open hearth stock, all f.o.b. 
mill, Pittsburgh, in carloads and larger lots, actual freight 
to point of delivery added. Dealers will charge the usual 
advances for small lots from store. 

TIN PLATE.—There is nothing new to report in this 
product, most of the ‘mills are sold up on tin plate for 
all of the year, and are using their utmost efforts to 
cut all the tin plate possible to meet the urgent demands 
of the manufacturers of containers for pure food prod- 
ucts. At present the tin plate mills are operating to 
about 95 per cent of capacity, which is certainly a re- 
markable record when the shortage in supply of steel 
and in cars is taken into account. The prices named 


below on tin plate are those charged by the mills to 
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OFFICE OF HARDWARE AGE, 
Boston, April 20, 1918. 


T is becoming increasingly plain that the heavy Gov- 

ernment demand for hardware is largely the cause 
of the shortage in so many lines. Not only does the 
Government make large demands upon the producers, 
but it also frequently makes demands upon wholesale 
stocks that call for delivery of practically all the stock 
on hand in the jobbers’ warehouses of the particular 
goods needed. Add to this the little improved railroad 
situation and it becomes clear why goods are so hard 
to get. 

Prices show no inclination to remain stationary and 
advances and rumors of advances are part of each 
day’s news. Many dealers are ceasing to worry over 
the goods that cannot be had and are profitably devoting 
their time to pushing the lines that are available. The 
slowness in general building continues and sales de- 
pendent on building activity are slow. Jobbers report 
that, although the character of the business has 
changed considerably, the aggregate of sales this year 
is in excess of that of last year for the same period. 

There has been a general awakening of interest in 
spring goods and dealers have been placing large orders 
for seasonable lines. It seems assured that there will be 
a great scarcity of many items and goods reaching the 
jobbers are largely going out to the trade and not into 
stock. The scarcity is already such that job lots of va- 
rious kinds are finding ready purchasers. 

AXxES.—The Government demand for axes is taking 
up a large part of the production and stocks are very 
low. One dealer this week received a shipment of axes 
ordered more than a year ago. Present demand is not 
active. 

We quote from jobbers’ stocks: Single bit axes, $15 to $17 
a doz.; double bit axes, $19 to $21 a doz. 

Bo.ts.—All kinds of bolts are scarce, but large sizes 
are virtually unobtainable. Stocks of nuts are very 
low and a search for one size this week developed the 
fact that not a jobber had a single nut of this fairly 
common size in stock. Prices are as last quoted. 


We quote from jobbers’ stocks: Machine bolts with S.F. 
nuts, same as with H.P. nuts, less 10 per cent, plus semi- 
finished nuts, at 50 and 10 per cent; machine bolts with 
C.T. and D. nuts, 4 x % in. and smaller, 25 per cent discount; 
4% x % in. and larger, 20 per cent; with H.P. nuts, 4 x 
% in. and smaller, 30 per cent; 4% x % in. and larger, 25 


% 


per cent; common carriage bolts, 6 x in. and smaller, 


Hardware Age 


jobbers and large consumers, very small lots taking the 
gp suena depending upon locality and the size of 
the order. 


We quote coke tin plate on contracts and in small lots 
at $7.75 per base box, f.o.b. mill, Pittsburgh, effective Noy, 
7, prices on all sizes of terne plates are as follows: 8-Ib, 
coating, 200-lb., $15 per package; 8-lb, coating, I. c., $15.30; 


12-lb. coating, I. C., $16.75; 15-lb. coating, I. C., Pees 


coating, I. C., $19; 25-lb. coating, I. C., $20; 30-Ib. coating, 
I. C., $21; 35-lb. coating, I. C., $22; 40-lb. coating, I. C., $23 
per package, all f.o.b. Pittsburgh, freight added to point of 
delivery. 

WIRE PrRopucTs.—Last week the Government placed 
some very heavy contracts for wire products, one of 
these contracts was for 40,000 kegs of wire nails, all 
of which was taken by the Pittsburgh Steel Co. An- 
other order was for 60,000 tons of barbed wire for ship- 
ment to Italy, deliveries running over remainder of this 
year. This order was divided among the different mills 
as follows: American Steel & Wire Co., 25,000 tons; 
Pittsburgh Steel Co., 18,000 tons; the Jones & Laughlin 
Steel Co., 9000 tons; the Youngstown Sheet & Tube 
Co., 4000 tons; the Gulf States Steel Co., 2000 tons, 
and the Kokoma Steel & Wire Co., 2000 tons. The 
mills report that domestic demand for wire and wire 
nails is fairly heavy, but at the same time it is true 
that the demand for plain wire and barbed wire for 
fence building is not as active as at this time last year. 
The local mills are sold up on wire and wire nails to 
July or longer. Prices on wire products in the Pitts- 
burgh district can be reported firm. Prices on wire 
and wire nails, as reaffirmed by the War Industries 
Board to July 30 next, in carloads and larger lots, are 
as follows: 


Wire nails, $3.50 base per keg; galvanized, 1-in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1-in., $2.50. Bright 
basic wire, $3.35 per 100 lb.; annealed fence wire, Nos. 6 to 
9, $3.25; galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.35; painted barb wire, $3.65; polished fence 
staples, $3.85; cement-coated nails, $3.40 base; these prices 
being subject to the usual advances for the smaller trade, 
all f.o.b. Pittsburgh, freight added to point of delivery, 
terms 60 days net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 47 per cent off list for 
carload lots, 46 per cent for 1000-rod lots and 45 per cent off 
for small lots, f.o.b. Pittsburgh. 


TON 


30 per cent; 4144 x % in. and larger, 20 per cent; stove bolts, 
1000 lots, 60 per cent; bolt ends, 25 per cent. Semi-finished 
nuts, 9/16 in. and smaller, 60 per cent discount; % in. and 
larger, 50 and 10 per cent discount; finished case hardened 
nuts, 50 per cent; C.T. and D. or H.P. nuts, blank or tapped, 
200-lb. kegs, list. 

BUILDING Papers.—Building papers share in the gen- 
eral quietness of the building business. 

We quote from jobbers’ stocks: Nos. 1, 2 and 3 tarred 
felts, $3.19 per cwt, 

Cut NaiLs.—The only interest in the cut nail market 
this week was in an unconfirmed rumor that another 
advance would soon be made. Prices are unchanged. 

" We quote from jobbers’ stocks: Cut nails, $5.25 base per 
eg. 

CHAIN.—There is practically no chain to be found 

in this market, and reports of Government require- 

ments make it appear that stocks of chain will be low 

for months to come. Quotations unchanged. 

We quote proof cail, self-colored chain from jobbers’ stocks: 
3/16 in., $16.10 per 100 lb.; % in., $13.55; 5/16 in., $12.55; 
% in., 7/16 in., % in. and % in., $12. Extras unchanged. 

FILes.—A salesman for one of the largest manufac- 
turers of files is quoted as saying that the Government 
was placing such fabulous orders that the local market 
would continue to be very short of files for a long time. 
The industrial demand is the principal source of pres- 
ent business and most dealers are in an unfavorable 
situation to fill the orders of their industrial customers. 
Prices are as last quoted. 


We quote from jobbers’ stocks: Nicholson and Black Dia- 
mond files, 50 per cent discount; Arcade, Great Western and 
similar brands, 50, 10 and 7% per cent discount; Chelsea 
hand cut files, 20 per cent discount. Extra slim taper files, 
sizes 8 x 3/16 in., 8 x &%& in., 8 x 5/16 in., take an advance 
of two inches over the slim list; 8 x % in, take an advance 
of one inch over the slim list. 

FLooR SCRAPERS.—Quotation on Universal 


scrapers have been advanced 15 to 20 per cent. 

Fiy CatcHers.—Pyramid fly catchers have been ad- 
vanced about 10 per cent. 

GALVANIZED WarRE.—New quotations on galvanized 
ware show an average advance of about 5 per cent. 

GLass.—There is no change in the glass situation and 
the new prices are firmly held. 

We quote from jobbers’ stocks: Glass, single B, first three 
brackets, 80 and 10 per cent; above first three brackets, 79 
per cent; double B, 80 and 10 per cent discount. 

Hosre.—There is little active demand for garden hose 
and the scarcity has not been much felt as yet. 
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We quote from jobbers’ stocks, %-in. hose, 11% and 9%c; 
&-in., 16c; 11%, 10% and 9\c.; %-in., 10% and 8%c. 

IroN.—The bar iron market is little changed from 
previous weeks. 

We quote from jobbers’ stocks: Refined iron, $4.765 to $5 
base, per 100 lb.; hoop iron, $8.25; Norway iron, $12; H. 
P. best iron, flats, round and square, $5.75; ovals, half ovals, 
half rounds and bevels, $7. 

HaMMock Hooxs.—Sargent galvanized hammock 
hooks have been advanced about 10 per cent. 

PoULTRY NETTING.—Business in poultry netting is 
still very quiet and quotations are unchanged from 
last week. 

We quote from jobbers’ stocks: Poultry netting, galvan- 
ized after weaving, 40 per cent discount; from factory, 45 
per cent discount. 

PAINT.—The continuation of cold, wet weather hin- 
ders outdoor work and the paint demand is quiet. 

We quote from jobbers’ stocks: Best quality house paints, 
bright red, $3.10 a gal.; outside white, $3.10; inside white, 
$2.65; gray, blue, yellow and brown, $2.70; window blind, 
green, $2.75; dark red, $2.00; willow green, $2.35. Medium 

rade house plants, outside white, gray, buff and moss green, 

1.85 a gal.; shutter green, $2.05; bright red, $1.95; blue and 
yellow, $1.85; inside white, $1.60; black screen paint, 47c. 
a qt. 

PicTuRE CorD.—Jobbers have adopted the new list 
issued by the makers of wire picture cord, showing some 
advance on the old prices. 

PiierRs.—New quotations on Bernard pliers show ad- 
vances of 10 to 20 per cent. cele 

Rivets.—There is little activity in rivets and stocks 
are unchanged. / 

We quote from jobbers’ stocks: Norway iron rivets, 40 
per cent discount; structural] rivets, 7.25c. base per Ib. 

RoorING.—The roofing business is reported to be light 
and most sales are for repair work. Prices are slowly 
advancing on most brands. 

We quote from jobbers’ stocks: First quality roofing; one- 
ply, $1.55 a sq.; two-ply, $1.92; three-ply, $2.28: second 
quality, one-ply, $1.30; two-ply, $1.67; three-ply, $2.03; third 

uality, one-ply, $1.05; two-ply, .39; three-ply, $1.72; 
ourth quality, one-ply, 95c.; two-ply, $1.24; three-ply, $1.52. 

SasH CorD.—Quotations on sash cord are unchanged 
and trade is small in volume. 


We quote from jobbers’ stocks: Best grades of Samson 
and Silver Lake, 80c. a lb.; Silver Lake B grade, 75c. a Ib.; 
Phoenix grade, 60c. a Ib. 


Screws.—A much stronger demand has characterized 
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the screw business for the past week, probably due to 
the uncertainty as to the stability of present prices. 

We quote from jobbers’ stocks: Flat head bright screws, 
75 and 20 per cent discount; iron machine screws, 45 per 
cent; coach screws, 40 per cent; cap screws, 40 per cent; 
set screws, 45 per cent 

STEEL.—Steel is being sold over a wide range of 
prices. As a rule the jobbers quoting the low prices 
are selling wholly on a quantity differential, while those 
naming a higher price pay no attention to the quantity 
purchased. For this reason quotations are to some de- 
gree nominal. Much of the present stock, particularly 
of plates, has been purchased at prices far above the 
Government price and talk of profiteering nas been 
made without knowledge of the conditions under which 
the goods were obtained. Very little steel in any form 
is being sold at Government prices in this market ex- 
cept for delivery months hence. 

We quote soft steel bars from jobbers’ stocks: Flats, 
rounds and squares, 1% in. and under, $4.115 to $5 base per 
35 lb.; rounds and squares, 2 in. and over, stock lengths, 
5.50. 

Angles and channels under 3 in., stock lengths, $4.765 base 
per 100 lb. ; tees, under 3 in., $5.25; tees, 3 in. ‘and over, $6.50. 

Cold-rolled steel, rounds up to 115/16 in. and square and 
hexagons, list plus 15 per cent. Tire steel, 14%, x % in. and 
larger, $5.15; thinner or narrower, $5.40. 

American calking steel, full bundles, $6.75 base, per 100 
lb.; broken bundles, $7.25. 

Tacks.—Tack quotations are unchanged. 

We quote from jobbers’ stocks: Tacks, $11.12 base, per 
100 lb. Add to base extras as per differentials of Nov. 7, 
1917. 

TORCHES.—Gasolene torches have been advanced 15 
to 20 per cent. 

WIRE CLoTH.—The long-expected advance in wire 
cloth has been made and it is reported that no sales 
are being made for factory delivery. New prices show 
an advance of 15c. 

Black wire cloth, 12 mesh, $2.50. Black wire cloth, 14 
mesh, $3.00. Quotations on deliveries from factories are 10c. 
less than from jobbers’ stocks. 

WirE NAILs.—The stringency in the wire nail sup- 
ply continues and nails are one of the scarcest articles 
in this market. Prices are as last quoted. It is Te- 
ported that the recent Government orders for large 
quantities will make the local situation worse. 

We quote from jobbers’ stocks: Wire nails, $4.25 base, 
per keg. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, April 23, 1918. 


HE retail hardware business in Cleveland is gener- 

ally good, although apparently much better in some 
sections than in others, as some retailers report sales 
much better than a year ago, and a few say that the 
volume is about the same or somewhat less. The ac- 
tivity covers nearly all lines as well as seasonable goods. 
Garden tools are in heavy demand, and seeds are mov- 
ing freely. The weather has been backward, and so far 
there has been little activity in refrigerators, screen 
doors, garden hose and other lines that will improve as 
soon as the weather becomes warm. In spite of the 
inactivity in the building field retailers are doing a fair 
amount of business in builders’ hardware for buildings 
that were commenced last fall. Retailers having sheet 
metal shops report work in that line light. The trade 
is apparently more optimistic about the future than it 
has been, the pov feeling being that business will 
be generally good during the next few months. 

The demand in the jobbing trade is only fair. Most 
retailers are fairly well supplied, and are buying from 
hand to mouth. Retailers are not having much trouble 
at present in getting most of the goods that they need, 
but jobbers report that they are experiencing difficulty 
in getting shipments on many lines, particularly steel 
goods, and they expect that this shortage will cause 
some curtailment in business. There is a pronounced 
scarcity of drop forged wrenches, which jobbers are 
unable to get fast enough to supply the trade. One 
leading manufacturer is now eighteen months behind on 
deliveries. Taps and dies, files, drills and other small 
tools are also scarce, and jobbers are having difficulties 
in replenishing their stocks. : 

Jobbers have been busy shipping out refrigerators, 
garden hose and other spring goods, and still have good 
stocks of these. They look for a good volume of repeat 
orders. Fencing and poultry netting are in good de- 
mand, and there is a scarcity of the former. Jobbers 
ge a good late demand for poultry netting as retail 
sales have been large, and dealers are already giving 
repeat orders for some sizes. 


The country trade is fairly active, and jobbers expect 


a very heavy demand during the coming few months 
from retailers in the farming districts. 

Retail hardware dealers in Erie, Pa., report their 
volume of business unusually heavy. Erie is engaged 
largely at present on government work, and there has 
been a large influx of outside labor, which has helped 
to stimulate the demand for goods in hardware lines. 
Erie retailers report a particularly active demand for 
mechanics’ tools, garden tools, fencing, stoves and 
household utensils. 


AxEsS.—The American Axe & Tool Co. has advanced 
prices on axes $1 a dozen, and it is expected that sim- 
ilar advances will be made by other manufacturers. 
Orders are now being taken for fall shipment, and the 
demand is active. Some of the jobbers already have 
fair-sized stocks which they carried over from the past 
winter. 

BICYCLES.—Both jobbers and retailers report a very 
satisfactory demand for bicycles. A great deal of busi- 
ness is coming from factory workers who are enjoying 
high wages and are buying wheels to go to their work. 
Jobbers have good supplies. 

BINDER TWINE.—There is some demand for binder 
twine, although most of the retail trade has already 
covered with contracts. 

We quote binder twine at 23%c. per lb., f.0.b. cars, and 25c. 
per lb. warehouse shipments. 

BOLTS AND NutTs.—There is a fair demand, but this 
is coming more from the manufacturers than from the 
retail trade. Jobbers have good stocks. 

Jobbers’ prices to the trade are as follows, small-lot buyers 
being charged about 5 per cent higher for bolts than the 
quotations given: Machine boits, cut thread, small sizes, 40 
and 5 per cent off the list; large sizes, 35 and 5 off list; large, 
25 and 5 off; stove bolts, 65 and 10 per cent off; nuts, hot 
press, square tapped, $1.90 off; hot press, square blank, $2.10 
off; hexagon blank nuts, $1.90 off; hexagon tapped nuts, 
$1.70 off. 

DooRKNOBS.—Prices on porcelain and jet doorknobs 
have been advanced 40c. per doz. 

EAVES TROUGH AND GUTTER PiIPE.—With the opening 
of spring a fair demand for eaves trough and gutter 
pipe has developed. Jobbers have good stocks and are 
experiencing little difficulty in getting deliveries. 
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FILES.—The demand for files is very heavy, and 
manufacturers are far behind on deliveries. A price 
advance of 10 per cent has been made on its line of 
files by the Nicholson File Co. 

GARDEN HosE.—Some manufacturers of garden hose 
have advised jobbers that they will be unable to fur- 
nish any more wrapped hose this year, as the demands 
of the government have taken all their available sup- 
ply of sheathing. However, the supply of molded hose 
is plentiful. New demand from retailers is light at 
present, as repeat orders have not yet commenced to 
come in to any extent. 

GARDEN TooLs.—Retailers are doing a heavy volume 
of business in garden tools, and jobbers are already 
getting some repeat orders. Both jobbers and retailers 
laid in good stocks, but in spite of this there is a short- 
age in some lines, particularly rakes and cultivators, 
and those retailers who did not buy early are now 
having some trouble in finding the goods they want. 

LINSEED OIL.—Considerable resale linseed oil is being 
placed on the market by soap manufacturers who 
bought heavily some time ago fearing a possible short- 
age. It is stated that this resale oil is being sold at 
some price reductions. 

Jobbers quote linseed oil at $1.65 per gal. in bbl. lots. 

Mops.—Several of the makers of handled mops have 
announced a price advance of about 10 per cent. 

NAILS AND WIRE.—The demand for nails is light and 
the demand for wire only moderate. Shipments from 
the mills are slow. 

Jobbers’ prices for less than carload lots are as follows: 
Wire nails, $4.05 per keg; galvanized wire, $4.55 per 100 Ib. ; 

alvanized barb wire, $4.90 per 100 lb.; No. 9 annealed wire, 
3.80 per 100 Ib. 

PAINTS.—Jobbers report an improved demand for 
paints, but this is below normal as the greater part of 
the demand is for material for ‘painting old houses. 

Jobbers quote high-grade paints at $3.25 per gal. for colors, 
and $3.35 for white. 

SASH WEIGHTS.—Another price advance of $2 a ton 
has been made on sash weights. These are now quoted 
by jobbers at $44 per ton. 

SHEETS.—There is a fair demand for sheets, but 
jobbers’ stocks are very incomplete, and they are hav- 
ing difficulty in getting shipments from the mills. The 
government is at present taking nearly all the sheet 
output, and jobbers are finding it increasingly difficult 


to place orders. 
TWIN 


AND ST. PAUL, 
April 18, 1915. 


HE tremendous wave of the Third Liberty Loan has 

reached us here, sweeping aside and riding over 
regular business. Wednesday, although far from clear 
and promising, witnessed the beginning of the big drive, 
which has every prospect of carrying the totals for the 
Ninth District far beyond its allotment. Hardware 
men are among the most active in the work, some giv- 
ing practically all their time to the work. .it a meet- 
ing of the Minneapolis Retail Hardware Association on 
Tuesday night this fact was very clearly brought out. 
A summary of the opinions of those attending this 
meeting showed the intent to put the project over as 
far as they were concerned. 

It was interesting and encouraging to note, too, that 
almost all those at the meeting expressed themselves 
as being so busy as to hardly find time to attend. 
Optimism seems to be the keynote here, and the hope 
for good business is coming to be realized, at least in 
part, at the present time. Building has not developed 
to any great extent as yet, but the prospects for a fair 
amount seems good. The great difficulty without a 
doubt will be to secure at almost any price, competent 
help in any line, whether the trades or in business 
houses. This difficulty will increase rather than dimin- 
ish, and some houses are already training women for 
some of their work. 

Transportation difficulties are just about the same as 
ever. Goods are held up either at point of origin of 
shipment or en route and deliveries are from a few 
days to several weeks behind schedule. Tracing ship- 
ments does little, if any, good, and may serve to still 
further confuse matters and cause further delays. Fac- 
tories, too, find themselves far behind schedule and 
admit they cannot fill an order for a more or less ex- 
tended length of time. Materials are slow in being 
delivered, too, adding one more item to the delay. The 
shortage of some essential items, such as for instance 
handles of nearly every kind, makes good stock keeping 
very difficult. Files are scarce and shipments are slow. 


MINNEAPOLIS 


Hardware Age 


Jobbers’ prices to retailers are as follows: No. 28 black, 
Peec, per lb.; No. 10 blue annealed, 5.35c.; No. 28 galvanized, 

SNow SHOVELS.—Manufacturers of snow shovels who 
have not been quoting prices for some time have an- 
nounced new prices for deliveries during next fall, 
These prices represent an advance of from 10 to 15 
per cent over a year ago. 

SPIKES.—There is a heavy demand for small spikes 
from the retail trade located in the coal mining dis- 
tricts. Manufacturers are far behind on shipments, 
and jobbers are unable to get deliveries within about 
three months. 

We quote small spikes at $5.05 per 100 lb. at warehouse. 

STORAGE BATTERIES.—The demand for storage bat- 
teries is heavy, and manufacturers are behind on de- 
liveries. Jobbers quote storage batteries at 28c. for 
common dry cell batteries and 29c. for ignitor bat- 
teries in bbl. lots. 

TIN PLATE.—There is a fair demand through the 
jebbing trade for tin plate, and jobbing houses have 
low stocks and are finding it almost impossible to se- 
cure material to fill orders. One Cleveland jobber a 
few days ago sent out inquiries to eighteen tin plate 
mills from which only three replies were received. 
However, from these three mills he was able to secure 
125 boxes in various sizes that were wanted. 


TIRES AND ACCESSORIES.—The demand on the jobbing 
trade for tires is very heavy, and jobbers are placing 
repeat orders with manufacturers. Owing to the heavy 
demands of the government for tires and fabric, there 
may be a tire shortage before the summer is over. 
There is still talk of an advance in tires, but it is 
stated that manufacturers intend to avoid a further 
advance if possible as present prices are high. The 
demand for accessories is moderate but is expected to 
improve when the weather warms up. 


WASHING MACHINES.—The demand for electric wash- 
ing machines is heavy and exceeds the supply. This 
demand is being stimulated by the scarcity: of house- 
hold labor and the high wages demanded by laun- 
dresses. Altorfer Bros., Peoria, Ill., announce a 15 
per cent advance in prices on their line of electric 
washing machines. 

WINDow GLAsSs.—The demand for window glass is 
rather light. Jobbers are urging retailers to cover for 
their requirements, as they expect there will be a 
shortage in some sizes later. 


CITIES 


Wire rope long has been a thing of the past as far as 
a good stock is concerned. 

Paint at the present time is receiving much atten- 
tion. It is pointed out that painters are scarce and 
many home owners will plan to do their own painting. 
There is an unusual opportunity in this direction for 
the hardware dealer who sells paint, for it carries the 
full retail price and nearly always the sale of a lot of 
paint means all the supplies that go with it, such as 
brushes, sandpaper, scrapers and even painters’ suits. 

It goes without saying that the home garden is re- 
ceiving full attention also, at the present time, and 
dealers are busy handing out packages of seeds and 
garden and lawn tools. Grass seed, hose, rakes and 
lawn mowers are coming in for their share of attention 
also. 

The shortage of new cars is having its effect on 
automobile accessory (or, as one man puts it, automo- 
bile necessities) sales. Lenses to comply with the law 
are meeting with fine sales. The main difficulty seems 
to be to get and keep a full working stock in order to 
care for the many makes and year of the cars. | 

The shortage on nails remains with us, and mills 
seem unable to either explain correctly the shortage or 
to promise relief in the near future. Dealers here are 
trading stocks in order to properly care for their cus- 
tomers. 

BARBED WIirE.—Calls increasing on this item, and 
shipments from factory are slow, due plainly to the 
lack of transportation. They also report that they are 
in better shape than for some time past to make de- 
livery. 

We quote from local jobbers’ stocks painted -cattle wire, 
$3.65 per 80-rod spool; galvanized cattle wire, $4.20 per 
80-rod spool; painted hog wire, $3.79 per 80-rod spool; gal- 
vanized hog wire, $4.36 per 80-rod spool. 

BALE TiEs.—Sales are diminishing on this item, ow- 
ing to a change in price downward on paper stock or 
waste paper. There has been no change in price. 


We quote from local jobbers’ stocks: 8% x 15 Bale ties, 


$1.75 per bundle; 9 x 15 at $1.80 per bundle; 914 x 15 at 


$1.90 per bundle, or list less a discount of 65 per cent 
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3UILDING PAPER.—Sales are improving somewhat, 
although not as rapidly as had been hoped. Sales in 
the country as reported by jobbers are extremely good. 
There has been no change in price. 

We quote from local jobbers’ stocks: Barrett’s No. 2 
tarred felt at $3.10 per cwt. Barrett’s stringed felt, 500 ft. 
rolls, at $1.57 per roll, 20 lb. red rosin paper at 65c. per roll, 
25 Ib. at 80c., 30 lb. at 95c. per roll. 

Botts.—Call for bolts still continues very good, with 
jobbers’ assortment somewhat broken. Mill shipments 
are still slow, although the mills are in better condi- 
tion to care for orders than they have been. There 
has been no change in price. 


We quote from local jobbers’ stocks: Small carriage bolts 
at 40 per cent to 40-5 per cent; large carriage bolts at 30 
per cent; small machine bolts at 40-10 per cent to 40-10-5 
per cent; large machine bolts at 35 per cent; lag screws at 
40-10 per cent; stove bolts at 60 per cent to 50-10 per cent: 
tire bolts at 40-10 per cent from standard lists. 


Braps.—Sales are improving somewhat on brads, 
although retail call is still very light. Price remains 
the same as at last quotation. 

We quote from local jobbers’ stocks. Brads in 25-lb. boxes 
at 70, or 70 and 10 per cent discount from the standard list. 

Door Mats.—Sales are fairly good in this line, ow- 
ing to wet weather which we have been having. Stocks 
seem to be in good condition. 

We quote from local jobbers’ stocks: Bocoa door mats, 
No. 1 at $7.00 per doz., No. 2 at $9.00 per doz., No. 3 at 
$11.50 per doz., No. 4 at $14.50 per doz. 

DENATURED ALCOHOL.—There has been no further 
change in price of denatured alcohol, and sales are 
diminishing as warmer weather approaches. 

We quote from local jobbers’ stock: Denatured alcohol in 
barrel lots, 75c. per gal. 

Fites.—There has been no further change in files, 
and change made by local jobbers. does not represent 
the full advance at factory. 

We quote from local jobbers’ stock, Nicholson files at 50 or 


50-10 and 2% per cent from standard list. Riverside at 60 
and 7% per cent, Royal at 65 per cent, Arcade at 60 per cent. 


GALVANIZED TuBs.—The market is at the same level, 
but stocks are badly run down in galvanized wear in 
all descriptions. Shipments from the factory are very 
slow, due both to the scarcity of material and to the 
lack of transportation facilities. 

We quote from local jobbers stock: Galvanized tubs, 
Standard No. 1, $10.20 per doz., No. 2 at $11.40 per doz., 
No. 3 at $12.84 per doz. Heavy galvanized No. 1 at $18 per 
doz., No. 2 at $19.00 per doz., No. 8 at $20.00 per doz. 


GALVANIZED PaILs.—The same, statement holds true 
in regard to galvanized pails as on the tubs. Pails are 
more in demand than they were a short time ago, and 
stock are not to be good condition. 

We quote from local jobbers’ stock: 10-qt. standard gal- 
vanized pails, $3.60 per doz., 12-qt. at $3.80, 14-qt. at $4.30, 
16-qt. stock pails at $6.50 per doz., 18-qt. stock pails at $7.60 
per doz. 


Guiass.—There has been no further change in glass, 
and sales are still diminishing. 

We quote from local jobbers’ stock. Single strength, A 
grade, glass, first three brackets, 80 per cent.; larger size, 
78 per cent, triple strength, A grade glass, 80 per cent from 
standard list. 

HANDLES.—There has been no change in the handle 
situation, stock continuing very badly broken and small 
prospect of early replenishment. 

We quote from local stocks: A. E. Hammer Handles. Dan- 
iel Boone, at $1 per doz.; Beauty, at 60c. per doz.; black 
hammer handles, 16 in., Daniel Boone, $1 per doz.; 18 in., 
$1.15 per doz.; Beauty, 16 in., 65c. per doz.; Beauty, io in., 
70c. Machine hammer handles, Daniel Boone, 14 in., $1 per 
doz.; 18 in., $1.25 per doz.; 16 in., $1.10 per doz.; Beauty 
machine handles, 14 in., 60c. per doz.; 16 in., 65c. per doz. ; 
18 in., 75¢c. per doz.; 30 in. Daniel Boone sledge handles, $3 
per doz.; 36 in., $3.50 per doz. Extra 30 in. sledge handles, 
$1.80 per doz.; 36 in., $2.10 per doz.; No. 1 handles, 30 in., 
$1.30 per doz.; 36 in., $1.50 per doz. Single bit axe handles, 
Gold Seal, $4 per doz. ; Crown, $3.25 per doz. ; Red Seal, $2.50 
per doz.; White Seal, $1.50 per doz. Extra railroad pick 
handles, $3.25 per doz.; No. 1, $2.60 per doz.; No. 2, $2 per 
doz.; Red Seal, $2.75 per doz. Daniel Boone broad axe 
handles, 16 in., $1 per doz.; 17 in., $1.25 per doz.; 18 in., 
$1.35 per doz. Beauty, 16 in. axe handles, 75c. per doz.; 
17 in., 85e. per doz.; 18 in., 90c. per doz. D handle, shovel 
handles, spade handles, scoop handles, rake and hoe handles, 
and fork handles are 35 per cent from standard list. 


LINSEED O1L.—No change has been made in price, 
and consumption is increasing very nicely. 

We quote from local jobbers’ stocks: Boiled linseed oil, 
barrel lots, $1.58 per gallon. 

Patnt.—The paint market is in rather unsettled con- 
dition, and an advance is expected at any time, and it 
will doubtless be put into effect before this item is pub- 
lished. Stocks are in good condition, preparatory to 
Spring painting, 

Pouttry NETTING.—Sales continue to be good in vol- 
ume, with price steady. 


We quote from local jobbers’ stock: Poultry netting at 50 
ber cent from standard lists. 


75 


Rope.—-There has been no change in the rope mar- 
ket, and price holds steady at old quotation. 

We quote from local jobbers’ stock: Best grade Manila 
aut 34 cents per lb.; best grade sisal at 24 cents per Ib.: cot- 
ton rope at 34 cents per lb., base; Swedish wire rope at list, 
plus 25 per cent; crucible wire rope at list, plus 25 per cent 
. SASH Corp.—Market shows a tendency to advance, 
with mill shipments very slow. In fact, some mills 
state that they are not in position to make immediate 
shipment on any orders which they may receive. 

We quote from local jobbers’ stock: Silver Lake sash cord 
at 80c. per lb., the best grade of common cotton cord at 55c 
per lb. 

SASH WEIGHTS.—There has been no change in the 
price of sash weights, and prices hold steady at old 
quotations. Stock seems to be sufficient for the city 
demand, although foundries report heavy shipments to 
the country. 

We quote from local jobbers’ stock; Best iron sash weights, 
3 to 30 lb., at $2.50 per cwt. 

SoLpER.—The market on solder shows a tendency to 
advance and calls are increasing for this item. 

We quote from local jobbers’ stock: Strictly half and 
half solder at 55c. per Ilb., wire solder at 60c. per lb. 

ScrEws.—Local jobbers have made no change in 
price of screws, although one of the largest manufac- 
turers has advanced the basic prices. 


We quote from local jobbers’ stock: Flat head bright wood 
screws at 75 and 10 per cent, round head glued wood screws, 
75 per cent, flat head brass wood screws, 40 per cent, round 
ne brass wood screws, 35 and 5 per cent from standard 
ist. 


STEEL SHEETS.—There has been no change in price 
of steel sheets, although the sizes and gauges are very 
hard to get. 


We quote from local jobbers’ stock: 28 gage galvanized 


sheets at $7.82 per cwt., 28 gage black sheets at $6.57 per cwt 

TURPENTINE.—Turpentine shows the usual fluctua- 
tions of the market, but price remains at practically 
the same level it has been. Calls are increasing to 
some extent. 


We quote from local jobbers’ stock: Turpentine in barrel 
lots at 49'%4c. per gal. 


WHITE LEAD.—Price remains at old level. There is 
some slight increase in sales. 


We quote from local jobbers’ stock: White lead, 100-Ib 
kegs at 11%c. per Jb., with the usual differential for quan- 
tity and size of package. 


TIN PLATE.—There has been no advance in the price 
of tin plates to the present time. There are rumors to 
the effect there will be an increase in price. 


We quote from local jobbers’ stock: 20 x 28 furnace coke 
tine at $24.75 per box, 20 x 28 roofing tin, 8 lb. coating. 
$19.50 per box. 


WirE Natts.—There has been no change in price 
and sales are normal. 


We quote from local jobbers’ stock: Standard wire nails 
* $4.40 per keg, base; coated wire nails at $4.40 per keg, 
ase. 


WirE.—Price holds steady and sales show some slight 
increase. Stock seems to be sufficient to meet the 
demand. 


We quote from local jobbers’ stock: Black annealed wire 
at $4.15 per cwt.; galvanized smoothed wire at $4.85 per cwt 


Foundation for Future Loans 


| securing subscriptions for the second Liberty 
Loan two men from the office canvassed all em- 
ployees of the H. C. White Company, North Ben- 
nington, Vt., taking particular care to see that 
everyone approached was made to thoroughly un- 
derstand what the bonds are and how desirable 
they are, both as an investment and as a means of 
showing one’s patriotism. 

“We believe that these man to man talks were 
more useful than any other one influence in secur- 
ing subscriptions to the loan, clearing up, as they 
did, many points, that though sufficiently plain to 
most of us were not clearly seen by a good many 
employees,” writes the company. 

“In selling on a subscription plan of one dollar 
down and one dollar a week, we disposed of a fair 
percentage of bonds on outright sale. Altogether 
about 40 per cent of our employees subscribed in 
one form or another, and in addition to the sub- 
scriptions, the clearer understanding of the bond 
issues made a foundation for the third Liberty 
Loan.” 
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This Ad Sold Plenty of Alarm Clocks 
No. 1 (8 cols. x 9 in.) 


IDNEY GLASS, advertising manager for Huey 
S & Philp Hardware Co., Dallas, Tex., sent us 

this ad with the following comment: “We think 
this ad may be truly called timely—it brought in 
the business in alarms.” Mr. Glass thanks us for 
recent comments and criticisms. 

So take a good look at this ad, hardware men. It 
has proven its ability as a cash register ringer. 
And little wonder, too, for it is one of the snappiest 
ads it has been our good fortune to gaze upon dur- 


1—Whisked alarms off counters in record style 


case, self-centercd wheels, frictionless pivots case has sy 


+ YOU'LL HAVE TO GET UP 
beaded edge; a very nice looking, dependable clock 


YOU'LL HAVE TO GET UP 
; Special, 98c 





YOU'LL HAVE TO GET UP 
AN HOUR EARLIER MONDAY MORNING 


Get an Alarm Clock While These Exrta Specials Last 








No. ror Alarm Clock—Has 4q-inch dial, nickel-plated 


























103. Alarm No 104 Alarm 
Clock—An extra cee nay 
iat clock wit 
0) nicely made clock pacsedme ype 0) 
a —«-inch dial with tag ingatage 2 
Arabic numbers. ‘tink ‘senibiiin 4 
oe — time and or intermittent 
. alarm *: 
: ; ae 
gore ial Special 
_ *150 50) 1. / 5 











inch dial, nickel-plated 
ement 1s the one-day type 
Stem shut-off 


No Al rm Clock—Has 4 
case hi hls y Pr ished The mo 
with bell inclosed within the case 


Special $1.19 

















_ PHONES: HVEY x= PHILP 
Bell M. °2462 Hardware Company 
Aut. M 2154 Elm and Griffin 








Publicity for the Retailer 


76 







Huey & Philp Alarm Clock Ad Brought the Business—Blakey-Clark Uses 
Our Sample Copy and Suggested Layout for War-time Ad— Foster- 
Farrar Features Garden Seeds—Sell-Atkins Five Years Old 


By Burt J. PARIS 


ing our years of studying the advertising of retail 
hardware merchants. 

You don’t need us to tell you it is attractive; the 
layout speaks for itself, doesn’t it? Moreover, the 
advertising manager so “timed” the ad that it 
cashed in on the daylight saving law. 

Now, look at those panels. Perhaps this is the 
real secret of the ad’s pulling power. From 98c. 
to $1.75 by easy stages and good strong copy sug- 
gestive of dependability in each panel. No one 
presentation is overdone at the expense of the 
others with the result that it simply becomes a mat- 
ter of deciding how much you want to pay—not 
which style is the reliable timekeeper. A big point 
this and stow it away for future use. 

Congratulations, Mr. Glass and Huey & Philp. 
If we lived in Dallas we sure would have been in 
after one of those alarms. 


Used Our Copy and Layout Suggestion 
No. 2 (8 cols. x 12 in.) 


‘T= Blakey-Clark Company is certainly co-oper- 

ating with the Government these days. About 
a month ago they began pounding: on gardens, in- 
cubators, tools, seeds—Hoover-izing, and here they 
are with that composite ad which we urged dealers 
to run in HARDWARE AGE of March 14. 

They have used our lead copy and heading verba- 
tim and arranged the layout as we suggested. That 
it makes a forceful and patriotic appeal—well, we 
leave it to you to judge. The Blakey-Clark firm has 
followed our suggestion in describing how each 
article listed helps save on the family fuel and food 
budget, and helps to win the war. 

Note the wallop given the Kaiser in the panel on 
gardening and also the six slogans down at the bot- 
tom of the ad. The Blakey-Clark Company has 
taken seriously the urge of co-operation made by 
the Food and Fuel Administrations, and we are 
glad that we were of some assistance in helping 
produce such an all-American ad as this one is. 
Our only comment is—go and do likewise. Make 
your advertising space help your country and the 
Star Spangled Banner, which stands for human lib- 
erty on this earth, as well as make money for your- 
self. This ad does both, effectively. 
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2—By all means run an ad like this one 





HOW THE HARDWARE STORE HELPS CONSERVE 
THE NATION’S FUEL AND FOOD. 


This is an ovt-of:the-ordinary advertisement. To read this ad carefuliy is a patriotic 
duty, for it mentions and illustrates many fuel and food savers. You should study this sn- 
nouncement. A careful perusal of this message will enable you to make definite savings in 
in yours weekly expense budget for fuel and food. 

'e tall you briefly how each item mentioned herein will save yop actual cash ang at 
the on time release a greater quaatity of food for our soldiers. ‘Our soldiers” who are 
giving up everythiffg — life offers, even life itsel’, to fight Your fight and Our fight 

We are serious gbout this advertisement. We publish it, of course, as a business an 
nouncement; but behind it is a larger thought—the th« nught of doing all that is in our pow 
er to spread the idea of fuel and food conservation~a duty that the United States Food 
Administration puts squarely up to each and everyone of us. 








Enterprise Meat & Food Chopper 


Kitchen necessity, with it 
you can turn the leftovers help conserve the sup- 
from Saag — Ine Me = ply of other fuels, such 
expensive cuts of meat into . 
appetising dishes: that do | | *# 00s! bad wood. Ollas ~ 

uch toward answering afuelis more plentiful § . we 
the question of the hour— and cheaper than coal j 

“How w conserve the Na- and wood. 2 burners to 
tion's food”’. 4 burners $15 to $32 

Prices $2 00 to $4.25 


Use a Quick Meal Oil Stove 





With a Lightning Freezer You 


can utilize the surr 
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aim in view of pushing the sale of brake lining. 
Both these drives were successful. ‘“Workless Mon- 
days” produced a crop of ads on “About Those Lit- 
tle Odd Jobs.” Mr. Darby relates an incident of a 
man asking him about screens a few weeks ago and 
producing a Foster-Farrar ad run last summer— 
and yet some hardware men are doubtful about ad- 
vertising. 

Mr. Darby tells us that. he gets his advertising 
suggestions from HARDWARE AGE, the newspapers 
and by noting the purchases of customers. More 
power to Mr. Darby and the Foster-Farrar Co. 
They are on the job and the term, “live hardware 
men” fits them like a glove. 


4—Short but snappy drive on garden seeds 





Get a Seeger or a Leonard wo caael 


they will conserve 
your perishable 
foods, They will 


reduce your ice bill. 


There are none 
better. 


Seeger ema 
$35.00 } 


$52. oO 
Leonard 


Refrigerators " 
$16.00 to kc 


$42.25 


plus milk this sum- 
mer. Serve home- 
made ice cream to 
the family. It’s 
cheaper and more 
wholesome. 
The Lightning 
Freezer saves ice 
and salt too. 


One qt. to eight qts. 
$2.00 to 
$5.25 











DAZSY CHURNS make more butter and better butter. 3 to 6 gallons $3 50 to $6.00 
UNIVERSAL COFFEE ebay ge rd make good coffee, even with the cheaper brands 
of bulk coffee, 4 to 14 cups, $3.75 to $ 





Of Course You Are A Producer Of Garden Truck. 


There's a lot of solid satisfaction » Aig the fruit of your own 
soil and, besides, it worries the . 

The HOE and the GUN are both needed toWIN THE WAR 
We have all the garden tools that are needed. 
Spading Forks - $1.00 to$1.50 Rakes - 35 se tO $1.00 
Cultivators - - - $1.00 to $1.50 Hoes - 2 

Garden Plows, 4 attachments, 
Remember! Your Uncle Sam is counting on You to help feed 
his Sammies and our Ailies. PLANT A REAL GARDEN. 


Be a Patriot Hr ‘i cot gag 
werd Do Your 
Chickens Utmost 
Buy Thrift Be a Real 
Stamps Hl American. 


PHONE ARE Ul MEAN 














W.S. S. 
No. 3 (1 col. # 10 in.) 


WE can buy Liberty Bonds for a couple of weeks 

longer, but we can bring home W. S. S. every 
day in the year. Here’s how Blakey-Clark feature 
W. S. S. in their advertising. C. B. Knighten of 
the firm sent us this ad which we are only too glad 
to reproduce as it is just another straight arm blow 
at the world’s leading exponent of frightfulness— 
Kaiser William, the Detested. 


Timely Advice on Garden Seeds 


No. 4 (2 cols. x 4 in.) 


W. DARBY, adman for Foster-Farrar Co., 
* Northampton, Mass., has sent us this ad 
which is short, but made up of pregnant phrases 
on the subject of getting busy with seed buying. 
The points which make this text shine are: pre- 
diction of seed shortage, complete stocks, tested 
seeds and quality production. The ad would be im- 
proved by this line under the head: “Get Them 
Now—Before the Shortage.” 

Mr. Darby reports some interesting facts in con- 
nection with hardware sales. He says thermome- 
ters have gone big, principally because he keeps the 
show case near the door and sees that it is filled 
with a variety of thermometers with especial stress 
on finishes and price. 

With the advent of rainy April, auto chains were 
pushed in the regular two-column space and this 
led to the suggestion of overhauling cars with the 


Garden Seeds 


will be used more than ever this spring and there 
will be a great shortage of some kinds. 


We advise you to make out your list of seeds 
at once and arrange for getting them. 


Our stock of both bulk and package seeds is 
as complete as jt is possible to make it. They are 
all tested seeds grown by experienced seedsmen. 





FOSTER-FARRAR CO. 


Telephone 11 162 Maia Street. 
Open Saturday Evening Opposite Draper Hotdl 











Five Years Old on March 9th 


No. 5 (Half-page ad). 
Hizte they are, John and George, joint proprie- 
tors of the Sell-Atkins Mercantile Co., Pitts- 
burg, Kan. That sounds odd, doesn’t it—Pittsburg, 
Kan.? But let us tell you that in five years’ time 
the live town of Pittsburg has turned over sufficient 
business to John and George to necessitate their ex- 
pansion to 12,000 ft. of floor space. 


3—Boosting W. S: S. 


THESE 
THREE 
LETTERS 


We Should Save 
We Should Serve 
We Should Start 
AT ONCE A 
WILLING SAVINGS SOCIETY 
WHOSE SLOGAN SHOULD 
BE 
WE SHALL SUBSCRIBE 
FOR MORE 
WAR SAVINGS STAMPS 
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We Should Stamp 
indelibly into 
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Hardware Age 


5—Five years time and a big merchandising success 








pe to offer to anyone, for the business jas 
smail way we now occupy 12' 


a oods, 
stories, will try to keep you smiling. 





9 Years Old Today 


In announcing the 5th anniversary of oppsing our doors to the public we have no apol- 
been a success from the start. Starting in 
féqt of floor. space, J 
and the thousand and ore other things in the various departmente of our big store, sold 
at popular prices, have merited your continued patronage, ar 
the'people of Pittsburg and vicinity. We shall strive to continue to please you, with 

courteous treatment; and if you will read our Store News and our Flashlight 


The goods pictured on this page 


and we owe our success to 
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Prepared Rubber 


ROOFING 


Round Oak Ranges 
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Pure Liquid 


Paints 

















The peculiar thing about this ad is that it con- 
tains a miniature store paper. Although dwarfish, 
it nevertheless is full of “pep,” and the items will 
produce many a smile at the same time innocently 
letting you know about some of the things sold by 
Sell-Atkins. We can’t resist suggesting a slogan 
for this enterprising firm. Here it is: “To Buy 
Right—Sell-Atkins.” 


Coming Conventions 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Amarillo, Texas, May 138, 14, 


1918. E. P. Thompson, secretary-treasurer, Mem- 
phis, Texas. 

FLORIDA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Orlando, May 15, .16, 17, 
1918. Walter Harlan, secretary-treasurer, 44 Bou- 
levard Circle, Atlanta, Ga. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, Traymore Hotel, Atlantic City, 
N. J., May 28, 29, 30, 1918. F. D. Mitchell, secre- 
tary, Woolworth Building, New York City. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, Traymore Hotel, Atlantic City, N. J., May 
28, 29, 30, 1918. John Donnan, secretary, Rich- 
mond, Va. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Savannah, June 4, 5, 6, 1918. 
Headquarters Savannah Hotel. The Auditorium 
will be used for sessions and exhibits. Walter Har- 
lan, secretary-treasurer, 44 Boulevard Circle, At- 
lanta. 

HARDWARE ASSOCIATION OF THE CAROLINAS CON- 
VENTION, Asheville, N. C., June 25, 26, 27, 1918. 
T. W. Dixon, secretary-treasurer, Charlotte, N. C. 


MISSISSIPPI RETAIL HARDWARE ASSOCIATION con- 
vention in conjunction with the Louisiana Retail 
Hardware & Implement Association, Grunewald 
Hotel, New Orleans, La., May 20, 21, 22, 1918. Wal- 


ter Harlan, secretary-treasurer, 44 Boulevard Circle, 
Atlanta, Ga. 


LOUISIANA RETAIL HARDWARE & IMPLEMENT As- 
SOCIATION convention in conjunction with the Mis- 
sissippi Retail Hardware Association, Grunewald 
Hotel, New Orleans, La., May 20, 21, 22, 1918. R. 
D. Nibert, secretary-treasurer, Bunkie, La. 


Your Paint Sales 


(Continued from page 52) 


just two results—a reduction of investment in idle 
stock, and a curtailment of the consumption of 
tin plate. 

In response to the questionnaire which preceded 
the final agreement on eliminations to be recom- 
mended, the dealers, curiously enough, were most 
drastic in their suggestions. It was realized, how- 
ever, that if a dealer in New England agreed, for 
example, with a dealer on the Pacific Coast, that 
the number of tints for house paints should be re- 
duced to twenty (20), let us say, the two would 
certainly not be in accord as to the specific twenty 
to be retained. Thirty-two (32), exclusive of black 
and white, was finally agreed upon as the irredu- 
cible minimum, and so the entire list of elimina- 
tions was canvassed and finally agreed upon. 

It will work no real hardship; it will accomplish 
its original purposes of economy, and will undoubt- 
edly serve the best interests of the industry by en- 
abling manufacturers to effect certain desirable re- 
forms, which in the stress of competition would 
have been impracticable without the pressure of 
necessity. 

The only question still remaining in doubt is the 
status of those discontinued items remaining un- 
sold on July 1. No ruling is as yet forthcoming 
on this point, but it may be expected that, the rec- 
ommendations being purely economic in intention, 
waste on a large scale will not be introduced by 
ordering their destruction or repacking 


Reading matter continues on page 80 
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Fig. 1 shows the 
Stanley Non-rising 
Pin. ; 
Fig. 1 


Fig. 2 shows the 
grooves in top joint 
into which the 
wings on the non- 
rising pin slip. 


Watrous Acme Spring Hinges 


INGES that don’t get out of order, that are 
handsome in appearance, that embody the 
best principles of construction—that is the 
kind your customers want and that is the kind these 


are. 
Detachable Screen Door Hinges 


No. 159—This is an all-steel hinge with encased 
spring. The patented Stanley Non-Rising Pin 
can’t work up with the action of the door. The 
loose pin permits the door to be taken down 
by simply pulling the pins. The corrugated 
leaves add greatly to the attractiveness of this 
design. Japanned, packed without screws, or 
plated packed with screws. Packed 6 pairs per 


No. 158—This is an all-steel Screen Door Hinge 
with encased spring. It is strong, durable, with 
drawn bearings that wear splendidly. Corrugated 
leaves are pleasing to the eye. This hinge is 
equipped with gauge lugs, “making errors in set- 
ting impossible. Japanned, packed without 
screws, or plated packed with screws. Packed 


carton, 


No. 151—This is similar to No. 159 except that 
spring is not encased. 


6 pairs per carton. 


No. 150—Similar to No. 158 except that spring 
is not encased. 


All of above Hinges are of the non-hold-back type. 


Now before the hot weather starts is the time to order a complete stock 


of these splendid, reliable hinges. 
where. 


Sold by the leading wholesale houses every- 
Made by The Watrous Acme Mfg. Co., Des Moines, Ia. 


Seldby THE STANLEY WORKS 


New York 
100 Lafayette Street 


New Britain, Conn., U. S. A. 


Chicago 
73 East Lake Street 


Manufacturers of Wrought Bronze and Wrought Steel Hinges and Butts of all kinds, including Stanley Ball Bearing 
Butts, _ Also Pulls, Brackets, Chest Handles, Peerless Storm Sash Hangers and Fasteners; Screen Window and Blind 
Trimmings; Twinrold Box Strapping, and Cold Rolled Strip Steel. 


Stanley Garage Hardware is adaptable for factory and mill use. 


See our advertisement on “Box Strapping”’ in this issue. 














Electric Warming Pad 


The Westinghouse Electric & Mfg. 
Co. of Pittsburgh, Pa., has placed upon 
the market a new electric warming 
pad, whose dimensions are 9 x 12 in., 
and which retails for $4.50. This pad 
is equipped with 15 ft. of cord and an 
attachment plug. No switch is pro- 
vided, the current being turned on and 
off at the lamp socket or by separat- 
ing the attachment plug. 

To prevent overheating, two ther- 
mostats are enclosed in the pad. 
These are connected in series and, 
should the temperature rise to a 
point near the maximum, one or the 
other will open the circuit. Upon a 
fall in temperature the thermostat 
will reclose the circuit, thus maintain- 
ing the heat at a uniform tempera- 
ture. 

The electric warming pad, which is 
enclosed in a fawn-colored felt cover, 
is very soft and pliable, thus allow- 
ing it to conform easily to any part 
of the body. Some of its advantages 





Westinghouse electric warming pad 


are its instant availability, its con- 
tinued heat at uniform temperature, 
the absence of any danger of over- 
heating or scalding the patient, or of 
wetting its surroundings, and the low 
cost of operation. Especially in the 
summer time, it is stated, when the 
hot water is not readily available at 
all times, as at hotels and summer 
resorts, one of these warming pads 
is a protection against many ills which 
may be cured promptly by the local 
application of heat. The pad is made 
in only one style, for a voltage rang- 
ing from 95 to 125, with a consump- 
tion of 48 watts at 110 volts. Fur- 
ther particulars may be had by ad- 
dressing the above company. 


Bolt and Nut Catalog 


The Kirk-Latty Mfg. Co., of Cleve- 
land, Ohio, has recently published a 
new catalog, No. 18, showing a tre- 
mendous line of bolts, nuts and rivets. 
The catalog also shows an attractive 
line of juvenile vehicles, including 
wagons, velocipedes, tricycles, hand 
cars, automobiles, etc. Dealers in- 
terested in obtaining a copy of this 
catalog will communicate with the 
manufacturer. 


Reading matter continues on page 82 


Eureka Cleaner 
The Eureka Vacuum Cleaner Co. of 
Detroit, Mich., is the manufacturer 
of the Eureka electric vacuum cleaner, 
which does the housework in one-third 


































Eureka electtic vacuum cleaner 
the time. It is stated that it cleans 
so thoroughly that when the semi-an- 
nual housecleaning time comes around 
the rugs, carpets, curtains, mattresses, 
pillows, etc. are just spick and span. 
All the work is done minus worries, 
backaches, etc. 

The Eureka has a hundred cleaning 
uses. It has special attachments for 
upholstered furniture, portieres, mat- 
tresses, etc., which makes it almost 
indispensable about the home. Illus- 
trated literature and prices will be 
mailed to dealers upon request. 


Fire Door Catalog 


The Merchant & Evans Company, 
Philadelphia, Pa., has just issued a 
new catalog entitled “Evans Almetl 
Fire Doors and Shutters” which con- 
tains very valuable information and 
interest to every property holder 
throughout the country. The catalog 
embodies the result of the company’s 
experience and practice in fire protec- 
tion and prevention appliances and 
affairs over a period of many years. 
The catalog is more technical than the 
average one of its kind and it is far 
more up-to-date. 

The company states that it has now 
about 250 experienced contracting and 
erecting licensees in this country and 
Canada, and for the benefit of the Pa- 
cific slope trade it has made arrange- 
ments with a large concern in San 
Francisco to manufacture fire doors 
and shutters and likewise its well- 
known line of ventilators under the 
company’s own jurisdiction. A copy 
of this catalog will be mailed to any 
dealer who writes for same. 
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NEW GOODS AND NOVELTIE 


Products Being Placed on the Market | 
by Hardware Manufacturers 








Milbradt Lawn Mower 


The Milbradt Mfg. Company, 249 
2402 North Tenth Street, St. Loui 
Mo., has made a number of valua} 
improvements on its 1918 Milh 
power lawn mower. The lawn moy 
is now equipped with a gearless dim 
ferential, which prevents the rollemm 
from slipping and enables the mach 
to climb a steeper grade and wo 
over the roughest kind of ground, | 
other important improvement is 
separate clutch, which automatica 
releases or engages the cutting cyl 
der with the raising and lowering 
same. 

The 1918 model cuts 38 in. wid 
and its speed has been increased 
twice the gait of a horse. The m 
chine cuts the grass close and clea 
It is so simple in construction af 
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1918 Milbradt ‘power lawn mower! 






operation that any one can handle i 
and it is shipped subject to appro 
and guarantee to be absolutely sati 
factory in every respect. A circu 
and price will be mailed to any dealé 
interested upon request. 





‘‘Crakerjac’’ Step Ladder 


The Evan I. Reed Mfg. Company 
is featuring a 
automatic 


Sterling, IIl., 


“Crakerjac” safety 10d 







V Y 


“Crakerjac” combination step 
stool with shoe polishing attac 






ladder 
samen 


combination step ladder and stool : 
a shoe polishing attachment W? 
takes up no more room than the § 
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R-W Swing Door 
Closer and Check 


Every Building in Your Community Needs 
From Several to Several Hundred 


The R-W Swing Door Closer and Check meets particular favor among users because— 
It is scientifically adapted to the use for which it is bought. 

Spring cannot be overwound. 

Liquid occupies separate chamber from spring mechanism, which prevents leakage of oil. 
Adapted to right or left hand swing doors. 

Simple and effective spring adjustment. 

All parts machined to a perfect fit and are interchangeable. 

Made in six sizes for various weights of doors. 


Regularly finished in gold bronze. Finished in silver bronze or ivory black without 
additional charge. Prices for other finishes on application. 


Fitted with soffit, flush or corner bracket, or furnished without bracket. 


No. 643 Door Closer and Check is a worthy unit of the R-W line and conforms in 
every respect to the high character established by Richards-Wilcox products. It will sell 
itself in your community if you give it a start. 


Write for folder giving complete description and prices. Sent without obligation. 


RichardsWilcox Manufacturing (0 (ase 


FR 











tos avis. Aurora, Iuurmoris, U.S.A. am FS \- ll 
Chicago Richards-Wilcox Canadian Co,Ltd.London, Ont. naa Taos 





“A hanger for any door that slides” 
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alone. It has a stand with wire brack- 
ets for straight up and down polish- 
ing and a receptacle for brushes, 
cloths, pastes and polishes. When not 
in use the attachment folds underneath 
the stool, out of the way. 

The shoe shining attachment is also 
furnished with any of the “Crakerjac” 
ladders at an additional price to re- 
tail $1 each. The step ladder and 
stool is designed with an exclusive 
safety selflocking feature that works 
so easy that one can release the lock 
and fold it with only one hand. Fur- 
ther particulars will be sent to dealers 
interested, upon request. 


Kenton Toys 


The Kenton Hardware Company of 
Kenton, Ohio, a leading toy manufac- 
turer, has added several new numbers 
to its line including the latest type of 
magazine pistol, which is a single shot 
cap toy, attractive in design and finish, 
a touring car designed with up to the 
minute lines and true in every detail 
to the latest model cars, and a gas 


New Kenton toys 


stove which is very practical in con- 
struction. The stove burns gas and 
may be connected by simply attaching 
a rubber hose to any gas jet. It will 
be found very useful in a sick room or 
also if used for a plaything. The 
stove is made in four sizes to be sold 
at popular prices. 

This company’s line of toys is very 
complete and consists of safes, banks, 
trains, ranges, sad irons, wheel toys, 
cap pistols, air torpedoes, automobile 
toys, fire departments, blank cartridge 
pistols, belts and holsters, scout out- 
fits, etc. The line aggregates, all told, 
from 550 to 600 different numbers of 
toys. An attractive illustrated cata- 
log will be mailed to dealers upon re- 
quest. 


Sanitary Refrigerator 


The Grand Rapids Refrigerator 
Company of Grand Rapids, Mich., has 
introduced a new feature in its “Leon- 
ard Cleanable” refrigerator, which is 
constructed with the front inside cor- 
ners perfectly rounded. This improve- 
ment it is claimed is an especially 
good sanitary feature, as it prevents 
all kinds of germ breeding filth from 
collecting in the corners. 

The refrigerator is lined with real 
porcelain, all in one piece. It has a 


perfect circulation of air and is as 
easy to clean as a china dish. It is 
constructed with ten walls of installa- 





“Leonard Cleanable” refrigerator showing 
the rounded front inside corners 


tion and also air tight locks. Another 
feature mentioned by the company is 
that this refrigerator is most econom- 
ical with ice, by actual test. Every 
wall saves ice and holds the cold air 
in. The company has just issued a 
very interesting publication known as 
the Leonard Refrigerator Salesman’s 
Magazine, which will be mailed to any 
dealer interested. 


Owosso Snow Shovel 


The Owosso Mfg. Company, Owosso, 
Mich., has recently improved its gal- 
vanized blade snow shovels by extend- 
ing the angle iron braces from the 
handle at the top of the blade to the 
extreme outer corners at the point. 
This, with the hardwood steel D bent 
handle fitting the curved shape blade 
and fastening to the point shoe, guar- 


Owosso snow shovel No. 34, showing front 
and back view 


antees strength and does away with 
the breaking of the handles and the 
buckling of the blade. 


Hardware Ape 


The snow shovel is well vary; 
and the blade measures 21 rae 
They are packed in crates of one-half 
dozen. An attractive illustrated cat), 
log containing sixteen pages showing 
this company’s large line of snow 
shovels will be mailed to dealers Upor 
request. 


J-M Counter Display 


The H. W. Johns-Manville Company 
Madison Avenue and Forty-first Stre 
New York City, has recently designg) 
a new dealer’s sales help in a metj 
display stand which is used to exhihj 
the Johns-Manville fire extinguish 
The counter display sign compels jp. 











YT oa ; 


JOHNS-MANVILLE 


mine 


EXTINGUISHER 











J-M metal counter display 


stant attention, and makes the ob- 
server immediately aware of the ex 
tinguisher’s many superior qualities 


‘* Sanitary ”’ Griddle Oiler 


The Home-Craft Shops of Toleds, 
Ohio, has recently put out its in- 
proved “Sanitary” bake pan and grié- 
dle oiler, a clean and efficient device 


/ 





SO 





“Sanitary” bake pan and griddle oiler 


for greasing or oiling bread pans, cake 
pans, cake griddles, muffin tins, et. 
The special wicks can be easily re 
moved and washed or quickly replaced 
by using any white fabric, and with- 


out soiling the fingers. The oilers are 
heavily nickel plated, sell for 2% 
each, and are packed in attractive 
dust-proof counter display boxes. 
lustrated literature will be mailed # 


dealers upon request. 


Reading matter continues on page 84 
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We Are Strong on 
OUR SPECIALTIES 


DOOR HANGERS AND TRACKS SPRING HINGES 
GARAGE DOOR HARDWARE ROLLING LADDERS 
FIRE DOOR HARDWARE LIGHT HARDWARE 

OVERHEAD CARRIERS HARDWARE SPECIALTIES 


—and indeed, very proud of their splendid service—achieved 
by the highest standards of quality—and by having always 
been known for the progressive things in builders’ hardware 


A FEW BUILDINGS OF REPUTE 
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N. Y., N. H. & H. R. R. Docks—New York Hamburg-American Wharf, South Brooklyn, Atlanta Warehouse Co.—Atlanta, Ga. 
i 


a, “ “ , American Line—-New York City 
sunard Line—New York City Yove —Hs Cc. R. I. & P. R. R. Warehouse—St. Joseph, 
New Morrison Hotel—Chicago, Ill. Gove rnment Piers—Havana, Cuba Mo. 
Illinois Central R. R. Warehouse—New Or- Victor Talking Machine Co, Plant—Camden, Keith’s Theatre—Washington, D. C. 
leans, La N. J. Wabash R. R. Warehouse—Chicago, Ilinois 


ALLITH-PROUTY CO. 


DANVILLE, ILLINOIS, U.S. A. 


NEW YORK PHILADELPHIA 
LOS ANGELES SAN FRANCISCO 
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FAYETTEVILLE, ARK.—The Liberty Hardware Company has 
recently been incorporated with a capital stock of $25,000. 
The incorporators are J. H. Hawn, president; A. B. Mc- 
David, vice-president, and G. U. McDavid, secretary and 
treasurer. 

MOoORRILLTON, ARK.—H. A. Britt has succeeded to the busi- 
ness of R. E. Echols. A complete stock of hardware, stoves, 
furniture and housefurnishings, etc., is carried by the new 
owner. Catalogs requested. 

GEORGETOWN, ILL.— The Henry Hardware Company has 
made many improvements in its store, including shelving. 
general rearrangement of stock, and the addition of a line 
of furniture, rugs, etc. Catalogs requested on light delivery 
truck and store fixtures. 

NortTH MANCHESTER, IND.—Lewis O. Urschel has bought 
the stock of Hisey & Brubaker. 

De Soro, Iowa.— Maricle Bros. have disposed of their 
stock of automobile accessories, belting and packing, buggy 
whips, builders’ hardware, churns, cream separators, crockery 
and glassware, cutlery, dog collars, fishing tackle, hammocks 
and tents, heating stoves, heavy hardware, lime and cement, 
linoleum, lubricating oils, paints, oils, varnishes and glass, 
poultry supplies, ranges and cook stoves, shelf hardware, sil- 
verware, sporting goods, washing machines to L. O. Benfield 

FREMONT, Iowa.—Kamerick Bros, have taken possession 
of the stock formerly owned by I. G. Gitchens. 

HARTLEY, IowA.—The implement stock of E. B. Messer & 
Son has been purchased by G. E. Hiner, who requests cat- 
alogs on implements, trucks, etc. 

NEW Lonpon, lowa.— The Henderson-Carlson hardware 
stock is now owned by Wright and Holland. 

OSKALOOSA, lowa.—F. W. Else, 323 West High Avenue, has 
bought the hardware business of Thomas Holmes. The stock 
comprises a line of automobile accessories, belting and packing, 
buggy whips, builders’ hardware, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, heavy hardware, 
lubricating oils, mechanics’ tools, poultry supplies, pumps, 
ranges and cook stoves, shelf hardware, wagons, buggies and 
washing machines. 

WEBSTER City, lowa.—Whitham & Hampton have closed 
out their business. 

HERINGTON, Kan.—W. F. Schmidt has bought the stock of 
A. E. Kneeland on South Broadway. 

Le Roy, Kan.—Ralph Ranklin has disposed of his build- 
ers’ hardware stock to the Harris-Anderson Lumber Com- 
pany. 

REPUBLIC, KAN.—I. W. Peter is the new owner of the hard- 
ware business formerly conducted by W. L. Davis. 

CHESANING, Micu.—The Chesaning Hardware Company has 
bought the Zacharias hardware stock. 

OTsEGO, MicH.—The Jones liardware store is being re- 
modeled and enlarged. Catalogs requested on hardware 
specialties and new goods. 

EMMETT, Micu.—John P. Sheehy is purchaser of the stock 
of James Cogley, and requests catalogs on the following: 
Bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, fishing tackle, furnaces, galvanized and tin, 
sheets, gasoline engines, harness, heating stoves, heavy farm 
implements, heavy hardware, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware, wagons, buggies and washing ma- 
chines. 

Avoca, Minn.—Adams & Schrantz, conducting a branch 
store at Slayton, have engaged in business here. 

ERSKINE, MINN.—The Gulbranson & Son stock has been 
sold. The Erskine Hardware Company, the purchaser, re- 
quests catalogs on automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, fur- 
niture department, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, heating stoves, heavy farm im- 
plements, heavy hardware, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, lubricat- 
ing oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, toys, games, 
wagons, buggies and washing machines. 

HENDRICKS, MINN.—Tobias Sand has sold his interest in 
the Farmers’ Implement Company to C. O. Hanson and John 
Hinsverk. No change will take place in the firm name. 

LAMBERTON, MINN.—The Haas Implement Company has 
sold out to Theodore Waibel. 

LOUISBURG, MINN.—Paul Stensrud has bought a half in- 
terest in the H. O. Stromswold implement business, and the 
name has been changed to Stromswagld & Stensrud. 

MorRISTOWN, MINN.—Miller Bros. & Co., who have been in 
the hardware business here since 1902, have disposed of their 
stock to Paul C. Borchardt. Catalogs requested covering 
baseball goods, belting and packing, buggy whips, builders’ 
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hardware, churns, cream separators, cutlery, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, har- 
ness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, ranges and cook stoves, shelf hardware, silverware, 
sporting goods, tin shop, wagons, buggies and washing ma- 
chines. 

Rep LAKE FaLis, MiInn.—S. E. Hunt and W. O. Hunt are 
now sole owners of the Hunt-Kankel Hardware Company, 
having purchased the interest of C. O. Kankel in the con- 
cern. Hunt Bros. Co, will be the new firm name. 

WAVERLY, MINN.—The John M. Swanson hardware stock 
has been sold. L. J. Zimmer is the purchaser. 

BETHANY, Mo.—The Hamilton Hardware Company has 
recently started in business here, dealing in bathroom fix- 
tures, buggy whips, builders’ hardware, churns, cutlery, elec- 
trical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, mechanics’ tools, 
plumbing department, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, silverware, tin shop and washing 
machines. Catalogs requested on builders’ hardware, fenc- 
ing, furnaces and ranges. 

BRECKENRIDGE, Mo.—Edward Poulson has moved his hard- 
ware and implement stock to the Ward Building, and re- 
quests catalogs on electrical specialties, furniture and bath- 
room fixtures. 

Lowry City, Mo.—N. J. Nesbit is successor to Nesbit & 
Lightfoot. 

SIKESTON, Mo.—The Sikeston Hardware Company has in- 
creased its stock from $6,000 to $20,000. 

BuTTE, Nes.—Dickerson & Raymer are purchasers of the 
stock of C. F. Englehaupt. 

BAYONNE, N. J.—The Bayonne Hardware Company, 462 
Avenue C, has been incorporated to conduct both a whole- 
sale and retail business. The capital stock is $30,000 and the 
incorporators are Max Gollin, Betsy Gollin and Irving Gollin. 
Among the lines handled will be included belting and pack- 
ing, builders’ hardware, building paper, heavy hardware, lime 
and cement, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing and shelf hardware. Catalogs requested on 
hardware, etc. 

Utica, N. Y.—William J. Hutchinson, 333 Genesee Street, 
successor to M. J. Farley & Son, requests catalogs on base- 
ball goods, bathroom fixtures, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, crockery and glass- 
ware, cutlery, dairy supplies, electrical household specialties, 
fishing tackle, hammocks and tents, kitchen cabinets, me- 
chanics’ tools, paints, oils, varnishes and glass and prepared 
roofing. 

GOLDEN VALLEY, N. D.—The Valley Hardware & Furniture 
Company requests catalogs on the following lines: Automobile 
accessories, belting and packing, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, pumps, ranges 
and cook stoves, sewing machines, shelf hardware and wash- 
ing machines. 

CLEVELAND, OnI0O.—The Lakewood Hardware Company 
stock has recently been bought by a Mr. Styer. 

GREENSPRING, OHI0.—The A. R. Kanney stock has been 
sold to A. G. Carper and Bert Huber. Carper & Huber will 
be the new firm name. Catalogs requested on power washing 
machines and oil cook stoves. 

GREENVILLE, OHIO.—L. H. Dohme has again entered the 
hardware business, and is fitting up a new store. 

NORMAN, OKLA.—The stock of hardware and furniture of 
Joseph Nelson has been taken over by Orenbaum and Mathew, 
who request catalogs on the following lines: Buggy whips, 
builders’ hardware, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, furni- 
ture department, hammocks and tents, harness, heating 
stoves, iron beds, kitchen cabinets, kitchen housefurnishings. 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods and washing machines. 

Gary, S. D.—J. R. Kenyon and M. A. Kenyon, doing busi- 
ness under the name of the Kenyon Hardware Company, have 
dissolved partnership. J. R. Kenyon has sold his half interest 
to J. F. Carlson. The firm name will remain unchanged. 
Catalogs requested on a general line of hardware. 

Wakonpba, S. D.—Harry Dwyer and J. J. Walsh have es- 
tablished themselves in business here under the firm name of 
Dwyer & Walsh. They will carry a full line of hardware. 
etc. 

PapEN City, W. Va.—The Miller Hardware & Furniture 
Company has been incorporated. The capital stock is $10. 
000. The incorporators are W. H. and B. F. Miller, c.H 
Fitzwater and others. 

HOLLANDALE, Wi1s.—Carlyle Hosking sold his 
business to Lawrence Leonard and Frederick Lerch, 
continue as Leonard & Lerch. 
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In Ye Olde Days 


a fireplace was absolutely requisite to 
a piping hot cup of coffee. To-day this 
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luxury may be enjoyed in any place or 


\ Method of 
clime by simply unscrewing the cover of : nesting Cups 


in Cover— 
a UNIVERSAL Vacuum Bottle. = Quart size. 


Universal bottles may be obtained 
with three nested cups in cover, making 


four in all. 





The filler is sustained by a spring steel 
shock absorber which reduces breakage 


to a minimum. 


Actual tests have proven that Uni- UNIVERSAL UNIVERSAL 
Vacuum Bottle yorum one 
versal bottles have the greatest temper- _No. 582. Quart. $6.00 © No. 1822.  $6.: 


ature-retaining efficiency. 


Demonstrate these superior qualities 
—show off the beauty of the design and 
finish—sell) more UNIVERSAL bottles. 
By so doing you will make more cus- 


tomers and more money. 


LANDERS, FRARY & CLARK 


New Britain, Conn. 
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Showing 
method of 
nesting Caps 
in Cover— 
Quart Size 
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Spark Plug Case 


The Powers Mfg. Company of 
Waterloo, Iowa, has brought out its 
spark plug case No. 75, which keeps 
the plugs in perfect condition, pre- 
vents the porcelain from breaking and 
keeps out the rust. It is made of 
water-proofed leatherette, with a 
binding web all around, and an ad- 
justable web strap for any size spark 
plug. 

When filled with spark plugs or 











Powers spark plug case 


empty, the case is rolled up and tied 
with web tie straps. It measures 15 
x 18 in. when opened and 8 x 18 in. 
when closed. The case weighs 7 0z., 
and sells for 75c. each. Illustrated 
literature covering this company’s 
large line, which includes horse col- 
lars, hammocks, porch swings, canvas 
goods, web straps, cushions and’ auto- 
mobile textile products, will be mailed 
to all dealers interested upon applica- 
tion. 


Hibbard Accessories Catalog 


Hibbard, Spencer, Bartlett & Co., 
Chicago, Ill., has just published a new 
automobile accessories catalog, de- 
signed with a beautiful cover illus- 
tration, showing a tremendous line of 
standard advertised items, which in- 
clude tire and seat covers, fan belts, 
lenses, tail-lamps, speedometers, tires, 
clocks, jacks, oilers, tools and tool kits, 
automobile sundries, shock absorbers, 
inner tubes, vulcanizing outfits, 
chains, vacuum bottles, goggles, 
garage door hangers, tool chests, and 
also a most complete line of acces- 


<— 


sories for Ford cars, etc. Dealers who 
have not already received a copy of 
this catalog may obtain same by ad- 
dressing the above company. 


Zinke Specialties 


The Zinke Company, 1825-1327 
Michigan Avenue, Chicago, IIl., has 
lately placed on the market the Bur- 
gess rebound check and shock ab- 
sorber for Ford cars made by the 
Walter S. Burgess Mfg. Company of 
St. Joseph, Mich., which device con- 
trols the car springs, prevents re- 
bound and also aksorbs small shocks. 

On the upthrow, with this device, 
the weight of the car above the chas- 
sis is transferred from the tips of the 


| 





Burgess rebound check and shock absorber 
for Ford cars 

springs to points near the centers 

where the recoil is greatest. The con- 

ical springs absorb vibration before 

they reach the main springs of the 

car. 

The check and shock absorber is 
fully guaranteed as to material and 
workmanship, and to give complete 
satisfaction, if installed as per in- 
structions which are furnished with 
each set. 

The same company is also featuring 
the “motor eye,” manufactured by the 
Metalware Corporation of Chicago, Ill. 
This device acts as a warning signal 
which informs the driver of any motor 
troubles. 

The “motor eye,” with its mercury- 
charged, metallic thermo, and conduc- 
tor rod in direct contact with the water 


as it leaves the motor, keeps before the 
driver an accurate knowledge of the 
motor temperature at all times. It 


“Motor Eye” warning signal 


warns whenever the motor becomes 
too heated, through lack of oil or 
water, a broken fan belt, or a number 
of other causes. An occasional glance 
at the device tells the whole story. If 
the mercury shows a temperature of 
150 to 170 degrees it is at its maxi- 
mum efficiency. When all is not well 
under the hood the driver can see the 
mercury gradually climb toward 212 
degrees, which indicates time to inves- 
tigate immediately. 

The “motor eye” may be easily and 
quickly adjusted to the car by drilling 
a 7/16-in. hole in the radiator cap, in- 
serting the instrument and then tight- 
ening the nuts. It is made in two 
types, namely, the senior, which sells 
for $5, and the junior, which sells for 
$3.50. Illustrated literature will be 
mailed to dealers upon request. 


Hood Tire Catalog 


The Hood Tire Company of Water- 
town, Mass., has just gotten out a 
beautiful catalog, illustrating in color 
the detail construction of the Hood 
“Arrow” tires. It also contains a re- 
production of a number of letters 


Reading matter continues on page 88 
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in Nitro Club and Arrow Shot Shells means to 

you as a sporting goods dealer: An improved 
shell at the same price as the old-process shell and an 
increasing consumer demand. 


What the Remington UMC WETPROOF Process means to the Sportsman: 
For the first time (and at the same price as the old process shell) the con- 
sumer gets a shot shell that is positively waterproof. WETPROOF Nitro 
Club and Arrow Shells are treated with a secret compound of oils, waxes 
and greases. This process is owned exclusively by the Remington Com- 
pany. 

Not only is the paper case of the shell treated with the waterproofing 
material, but the WETPROOF treatment is also applied to the crimp and 
top wad, thus sealing the shell against wet. No soft crimps, no swollen 


bodies with Remington UMC WETPROOF shells. 
Send to us for WETPROOF Folders and ask your Jobber for Prices. 


Wien the Remington UMC WETPROOF process 


The Remington Arms Union 
Metallic Cartridge Company 


Inc. 


Woolworth Building, New York City . 
(Pacific Coast) 12 Geary Street, San Francisco — 
| 
NITRO 


Ors Poon nbz aus 

















88 


from many prominent concerns testi- 
fying to the high quality and endur- 
ance of these tires. A copy of this 
catalog will be mailed to all dealers 
upon request. 


Norwesco Displays 


The Northwestern Chemical Co. of 
Marietta, Ohio, has designed a new 
window and counter display, litho- 
graphed in six colors, which is at- 
tracting considerable attention and 
helping to sell more “Norwesco” utili- 
ties wherever exhibited. 

Each display holds a filled can of 
“Sementol,” the original self-acting 
radiator cement, “Skalex” radiator 























“Norwesco” counter display 


cleaner, ‘““Norwesco” mohair dressing 
and lining dye, “Norwesco” utility 
black air drying enamel, “Norwesco” 
leather pantasote top and upholstery 
dressing and “Norwesco” valve grind- 
ing compound. Behind the filled cans 
printed on the background is an actual 
reproduction of each can. In this way 
the goods are always displayed even 
after the cans are filled. On both 
sides of the chemist figure in the 
circle a pocket is provided holding 
fifty eight-page folders entitled 
“Longer Life for Your Car,” which 
contain valuable information for the 
car owner. These folders thoroughly 
describe the six utilities. The window 
and counter display will be furnished 
to all “Norwesco” dealers gratis upon 
request. 


‘* Universal ’’ Battery Clips 


R. S. Mueller & Co., 421-423 High 
Avenue, Cleveland, Ohio, is making 


“Universal” battery clip No. 21-A 


a new “Universal” battery clip, No. 
21-A, which is made of steel, lead 
plated, and may be used over and over 
again. 

The clips enable the car owner to 
charge lighting and starting batteries 
without disconnecting them from the 
ear. All that is necessary is to simply 
fit the connecting cords with the “Uni- 
versal” battery clips and snap them 
over the terminals. It is not neces- 
sary to stop to clean dirty terminals. 


The teeth bite through the corrosion 
and make a good contact. A sample 
of this clip, which has a 1% in. spread 
of the jaws, will be mailed to dealers 
postpaid upon receipt of 15c. The 
company also makes other size clips. 


Workrite Hydrometer 


The Workrite Mfg. Company, 5604 
Euclid Avenue, Cleveland, Ohio, has 
brought out the Workrite hydrometer, 
which is also made in a combination 
outfit, consisting of a hydrometer and 
a battery filler. 

The rubber collars at each end of 
the hydrometer protect it from strik- 
ing and breaking, if accidently 
dropped, and the square collar at the 
bottom prevents rolling off and break- 


Workrite combination outfit 
4 


ing, if a hydrometer should be laid on 
an uneven surface. The slotted rub- 
ber washer inside the tube acts as a 
cushion for. the float to strike against 
when forcing the liquid back into the 
battery. This also allows the liquid 
to flow out freely, as the opening can- 
not be shut off by the float. 

The float is always in plain view. 
There is no plug in the bottom to drop 
out, thereby spilling the acid and 
breaking the float. All rubber fittings 
are said to be made of unusually high- 
quality stock, and will last for years. 
The graduations on the scale are 
guaranteed accurate, The hydrometer 
is securely packed in a mailing tube 
with full instructions for using. It 
weighs % lb., is packed in cases of 
100, and lists for $1 each; west of the 
Rocky Mountains, $1.25 each. 

The Workrite combination outfit 
consists of the standard Workrite 
hydrometer, described above, fitted in 
a glass jar. This jar is to be filled 
with distilled water or pure rain 
water, making a safe and handy re- 
ceptacle for both the water and hy- 
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drometer. The larger rubber collar 
on the hydrometer fits the top of the 
jar, making it dust and evaporation 
proof. After testing the battery the 
hydrometer is placed back in the 
water, and the acid is rinsed off the 


- rubber parts, insuring long life. 


Instructions for testing the battery 
and for its proper care during both 
the winter and the summer are 
printed on the label. Numerous blank 
spaces are also provided for filling in 
the date last tested or filled. Proper 
care of the battery, it is claimed, will 
double its efficiency. The combination 
outfit is carefully packed in a heavy 
corrugated paper box, weighs 1% lbs.. 
and lists for $1.50 each; west of the 
Rocky Mountains, $1.75 each. Fur- 
ther particulars will be sent to dealers 
interested upon request. 


‘*Resto”’ Foot-Rest 


The Bloom Auto Specialty Co. of 
Tiffin, Ohio, has brought out the 
“Resto” accelerator foot-rest, which 
relieves the strain on the muscles of 
the leg and foot when operating the 
accelerator on the automobile. 

The positions of foot may be shifted 
at will when using the device. It is 
claimed that the “Resto” saves money 
by economy of fuel with even accelera- 
tion, saves the motor by not racking 
and jerking it when driving over 
rough roads; it also saves the driver’s 
health by relieving all the leg strain 
and fatigue. 

A, B and C indicate three of the 
many positions where a foot can rest 
to accelerate the car. A variation of 


“Resto” accelerator foot-rest 


positions of over 8 in. is afforded. The 
adjustment screw D can be used with 
the “Resto” in an extended position 
to maintain a uniform speed. The 
screw is then turned out so that when 
driving in position C the lever is 
pressed against the screw by either 
the heel or toe. This screw is used 
as a stop and can be adjusted for 
any desired speed. Less speed is ob- 
tained by releasing the foot from posi- 
tion or more speed by pressing the 
toe on the lever in position B. While 
this adjustment screw is used by a 
great many drivers, it can be elimi 
nated if desired. The extended posi- 
tion C affords a very easy, natura! 
and comfortable position for a driver 
having short legs, without strain from 
over-reaching. The device sells for 
$2.75. 











